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Are you the man t 


take charge of Musyvoffice ? 


An Insurance Company over 25 years old 
realizes the big opportunity of doing a big 
business in Denver—the mile high city. 

This Company has over a hundred mil- 
lion dollars insurance in force—a healthy sur- 
plus, and an unusually complete line of policies. 
It has everything necessary to open a profitable 
agency except the right man, and it now seeks 
him. 

If you are the right man, you have a 
wonderful opportunity to increase your income, 
and live in one of the most healthful and inter- 
esting cities of the World. 

If you are the right man, the Company 
will pay you 
a@ generous salary 

a commission 

a renewal 

will furnish an office equipped and main- 
tained. 


The Opportunity Is Big So the Man 
Must Be Big 


You are the right calibre man if you have: 
Successful City underwriting experience. 


A financial responsibility of at least 


$25,000. 


A record of an earning capacity of at 
least $10,000 per year for the past three 
years. 


A standing in your present community 
that shows your ability to connect with 
the very best business and professional 
men in Denver. 


To eliminate unnecessary correspondence 
enclose bank reference with your application, 
and mail to D-46, care The National Under- 
writer. 
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STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


. MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 








Sole Protection of Policyholders 
PROGRESSIVE r} CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 





























































Insurance Co. 


Insurance In Force 
$70,000,000 
Admitted Assets 


$7,500,000 


The latest in approved policy forms. 

Disability Annuity Benefits with first payment 
IMMEDIATE. 

Waiver of Premiums without extra charge. 

Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experi- 
ence net essential. 


CLARENCE E. LINZ 
Vice-President and Treasurer in Charge of Agents 


PHILIP N. THEVENET 
Vieo=President and Secretary Vice-President and Actuary 


DALLAS, TEXAS 











PAUL V. MONTGOMERY 
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Capital $200,000 





HE life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 


good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 
I. A. Mornrissetr, Vice-Pres. 


DAYTON, 
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NOT IN COMPETITION 
WITH TRUST COMPANY 





Some Agents Selling Income In- 
surance Make Serious Mistake 
by “Knocking” 


COMMENT OF EXECUTIVE 


Function of Life Insurance to Create 
Estate and Cooperation Should 
Replace Competition 


NEW YORK, Oct. 2.—An official of 
one of the big eastern life insurance 
companies said the other day, requesting 
that his name be not used, that there is 
no reason for any competition between 
life insurance companies and trust com- 
panies. He said that there are a great 
many agents selling income insurance 
who are going around knocking the 
trust companies and wasting a lot of 
time and effort in. competition with an 
institution which is not at all opposed 
to the life insurance business. 

The function of life insurance, he said, 
is to establish and create an estate. It 
is much more interested in the size of 
the estate created than in the disposition 
of the estate after it has been created. 
There are times, of course, when the life 
insurance company and the agent should 
consider the disposition of the estate, 
and in such a case the action of an in- 


surance company as trustee is only an 
additional service. 


Don’t “Knock” Trust Company 


He cites the case of an insurance 
agent who goes in to interview a 
wealthy man on the subject of life in- 
Surance. During the interview he dis- 
covers that the man of affairs is much 
interested in the plan of a certain trust 
company to handle his funds after his 
death. He tells the agent about the plan 
that he has heard of through advertis- 
ing or some other source, and says that 
he believes that he will avail himself of 
this trust proposition. 

The wise insurance agent will not at 
this point try to show him how much 
wiser the prospect would be to buy in- 
come insurance in an insurance com- 
pany, but will, instead, show him the 
value of life insurance in the creation of 
an estate, telling him that he can so ar- 
range his insurance that it will be paid 
to the trust company to execute for him. 

€ may then even go as far as to tip 
off the trust company that the business 
man is a prospect for its line and thus 
= triends with the trust company as 

This does not mean that he should not 
talk insurance on the basis of income 
from the estate created. That is just 
exactly what he should do, but he should 
alg it to the trust company to handle 
oe income end of it and merely have 
— insurance-company to create the 


On the other hand, suppose the same 





SCHOOL RENEWS WORK 


ROCKWELL AGAIN DIRECTS IT 





Course at University of Pittsburgh, 
Successor to Carnegie School, 
Opened on Oct. 2. 





The fall term of the division of life 
insurance salesmanship of the Univer- 
sity of Pittsburgh, which is the name by 
which the original School of Life In- 
surance Salesmanship of Carnegie Tech 
will hereafter be known, began Tuesday, 
Oct. 2. Charles J. Rockwell, who has 
been connected with the school for the 
last three years, continues as director, 
conducting the courses in practical life 
insurance salesmanship and the eco- 
nomic and social functions of life in- 
surance. Dr. W. T. Root of the uni- 
versity faculty will give the course in 
the psychology of salesmanship, cover- 
ing particularly human conduct and be- 
havior; R. C. Gregory will have charge 
of the revised course in the science of 
life ensurance, from the viewpoint of the 
salesman, and C. A, Tuchingham, who 
has been the very successful chief super- 
visor of the Provident Mutual Life 
agency in Pittsburgh, will assume the 
new course instituted this year in sales 
preparation, and in addition supervise 
the students’ field practice. 

To Stress Practical Application 


More attention than ever will be paid 
to the rractical application of the knowl- 
edge imparted to field work and espe- 
cial emphasis will be laid upon habit 
formation and self improvement of the 
student, making the school truly a serv- 
ice institution. This parent school is 
rapidly becoming internationally fa- 
mous, as inquiries regarding it and the 
nature of its work have been received 
by Director Rockwell within the last 
few weeks from the Chamber of Com- 
merce, Milan, Italy; the Daido Life, 
Osaka, Japan; Adelaide, South Austra- 
lia; San Paulo, Brazil; Buenas Aires, 
Argentina; and Honolulu, Hawaii. 
Every state in the union, every province 
of Canada, Japan, Belgium and Hawaii 
have been represented in its classes. 





= 





agent calls on a man who is not sold on 
the idea of leaving a permanent income. 
The sales talk of the agent should be 
along an entirely different line. He 
must convince this prospect of the value 
and need of a permanent income. The 
insurance company is the proper trust 
company in this case. He can show 
where the income will be guaranteed 
right in the contract and complete the 
entire deal without calling in the third 
party. 


National Convention Date 


The date for the 1924 annual meet- 
ing of the National Association of Life 
Underwriters at the Hotel Biltmore, 


Los Angeles, has been set for July 22- 
24, and it may be decided to continue 
over the 25th. A number of life com- 
panies will arrange to hold their agency 
conventions 
time. 


in Los Angeles at this 


AETNA CHECKS HYDE 


——— 


SUIT IS IN FEDERAL COURT 





Missouri Superintendent Enjoined From 
Revoking License Because of 
Transfer of Case 





ST. LOUIS, MO., Oct. 3.—The pow- 
erful arm of Uncle Sam has intervened 
to save the Aetna Life of Hartford, 
Conn., from the onslaughts of Ben C. 
Hyde, superintendent of insurance for 
Missouri. Last Saturday at Kansas 
City, United States District Judge Van 
Valkenburg issued a temporary restrain- 
ing order preventing Superintendent 
Hyde from proceeding further with his 
threat to revoke the license of the Aetna 
because it had transferred to the federal 
courts a suit to collect the $75,000 pol- 
icy on the life of Lonnie Gibbs, cashier 
of the Kirksville Trust Company, who 
killed himself last March. At the time 
he shot himself Gibbs is alleged to have 
been short some $468,000. 


Federal Judge Acts 


Judge Van Valkenburg has cited Su- 
perintendent Hyde to appear in court 
on Oct. 8 to show cause why the in- 
junction prayed by the law firm of 
Hocker, Sullivan & Angert of 
St. Louis, representing the Aetna, 
should not issue from the federal court. 
Although the papers were filed in the 
federal court branch at Jefferson City, 
Mo., on Sept. 28, Superintendent Hyde 
was not represented at the hearing be- 
fore Judge Van Valkenburg on Satur- 
day. Lon O. Hocker appeared for the 
Aetna. 

The petition of the insurance com- 
pany stated that the Missouri statute 
under which Superintendent Hyde is 
threatening to revoke the Missouri li- 
cense of the Aetna is unconstitutional 
and had been so held by the United 
States Supreme Court in the case of 
Thomas J. Terral, secretary of state of 
Arkansas, appellant, vs. Burke Construc- 
tion Company. In that case deaided 
Feb. 27, 1922, Chief Justice Taft wrote 
the opinion holding the Arkansas statute 
unconstitutional. 


Seek Policy Payment 


Superintendent Hyde acted in this 
case at the request of the State Finance 
Department which is trying to force 
the Aetna to pay its policy of $75,000 
and also to get the Missouri State Life 
to settle a policy for $125,000 on Gibbs’ 
life. In both instances the company is 
resisting payment on the grounds that 
the policy was secured through frau- 
dulent misrepresentation of facts. That 
Gibbs committed suicide shortly after 
taking out the policies is only second- 
ary in the defense. 

As early as April 27, 1922, the Mis- 
souri insurance department was advised 
by theh Attorney General Barrett’s of- 
fice that the statute under which Hyde 
is attempting to proceed against the 
Aetna was unconstitutional and that the 
insurance department should no longer 
make any effort to enforce its provi- 


sions. 
Objected to Transfer 


Superintendent Hyde cited the Aetna 





Life to appear Oct. 2 to show cause 
(CONTINUED ON PAGE 20) 





PLENTY OF PROSPECTS 
FOR GROUP INSURANCE 





Vice-President B. A. Page of the 
Travelers Tells How and Where 
to Find Them 





SAYS “WOODS ARE FULL” 





Newspaper Publishers, Bankers and 
Railroads Now Taking Greater 
Interest in Such Plans 





HARTFORD, CONN., Oct. 2. — 
Where and how to find prospects for 
life insurance is a subject that has been 
worn threadbare, but where and how to 
find prospects for group insurance is a 
very live one. 

Vice-President B. A. Page of the 
Travelers, which at the beginning of 
the year had more group life insurance 
in force than any other company and 
which claims the distinction of having 
written a larger number of group cases 
than any other company last year, says 
that newspaper publishers are good 
prospects right now. 

“While a few of the publishers were 
among the pioneers in purchasing life 
insurance for their employes,” says Mr. 
Page, “the great majority up to recently 
has turned deaf ears. 

_ “Now for some reason or other there 
is unusual interest among publishers in 
the subject. 


Banks and Rallroads 


“A few weeks ago announcement was 
made that the banks of an entire state 
had made arrangement for the purchase 
of life insurance either on the group 
or wholesale plan, according to the size 
of the bank. 

“In 1919 the textile industries led the 
country in the purchase of group insur- 
ance, with one or two exceptions. Rail- 
roads did not seem to become interested 
in group insurance until early in 1922. 
Since then a dozen or more of the coun- 
try’s large carriers have arranged for 
life insurance for all or part of their 
employes. Right now there are about 
80 large steam railroads which are good 
prospects for group insurance. 

“City and interurban trolley lines are 
also showing interest. Gas and electric 
_ and power companies were among 
the first to seize upon group insurance 
as a means of doing something for their 
employes. Many of these are now in- 
creasing the amount of insurance which 
they originally gave. One important 
group of public utility companies re- 
cently doubled the amount of insurance 
per employe. Another group quadrupled 
the amount of insurance given to em- 
ployes.” 

Woods Full of Them 

Dropping into the vernacular, Mr. 
Page said: “The woods are full of group 


prospects. Nearly every employer with 
50 of more workers will ultimately 
take it. 


“Group insurance constitutes such a 
small charge in the cost of production, 
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usually less than 1 percent of wages, 
that a business or industry does not 
have to. be frenziedly prosperous to be- 
come a good prospect. Relations be- 
tween management and labor always 
have been and always will be such as to 
require the greatest possible amount of 
cooperation. Anything which reduces 
friction, saves wear and tear and in- 
creases efficiency is worthy the careful 
consideration of the employer. There 
is now plenty of evidence that group 
life insurance does these things, It 
was almost unheard of a decade ago, but 
today it stands out as a notable con- 
tribution towards the solution of the 
industrial relation problem. 


Big Employers Testimony 


The best testimony that has been 
given on the subject is probably the 
statement made by President Wood of 
the American Woolen Mills, a corpo- 
ration employing 36,000 people and 
operating over 56 individual plants. 
Insurance for every employe, not only 
group life insurance but group accident 
and sickness insurance, was purchased 
by his company in 1919. To the stock- 
holders, in his annual report, he said 
this year: ‘Another strong bond is the 
group life insurance and sick benefits 
initiated some time back by the com- 
pany. These are relieving our employes 
from the dread of the rainy day which 
haunts the workman at his bench and 
prevents him from giving his uninter 
rupted thoughts to the best performance 
of his duties. “The result is increased 
health, efficiency, intelligence and stabil 
ity among employes. We feel that the 
results have thoroughly justified the ex- 
penditure.’ 

“Under these group policies in the 
American Woolen Mills we have al- 
ready paid considerably over $2,000,000 
benefits. 

Plenty of Endorsements 


“Tt is not a difficult matter,” says Mr. 
Page, “to get enthusiastic endorsements 
of the value of group insurance from em- 
ployers who have taken it on. Testimony 
is coming to us constantly.” 

Mr. Page asked his secretary to get 
from the files the recent letters from the 
Stewart-Warner Speedometer Corpora- 
tion of Chicago and from President F. 


A. Countway of the Lever Brothers 
Company of Cambridge, Mass. 
he Stewart-Warner Speedometer 


Corporation letter says: “The policies 
were first given to employes as Christ- 
mas presents in 1920; were renewed last 
year and doubtless will be continued in- 
definitely. We believe that the insur- 
ance, in addition to being a great service 
to the families of employes who have 
died, has tended to reduce turnover and 
to build up goodwill for the corporation 
among its employes.” 

President Countway of 
3rothers Company, large soap and 
glycerine manufacturers, testifies as fol- 
lows: “The plan has proved to be very 
popular with our employes and we have 
never done anything in the interest of 
our employes involving the expenditure 
of the same amount of money which has 
met with anything like the appreciation 
on their part which has been evidenced 
in connection with the group life insur- 
ance.” 


the Lever 


From Wanamaker Stores 


Then Mr. Page asked for an older let- 
ter from Samuel W. Latta, director of 
the John Wanamaker foundation, who 
for several years had the handling of 
group insurance in the John Wanamaker 
stores both in Philadelphia and New 
York. This letter stated: 

“We have had more than 125 deaths 
the insurance aggregating over $150,000 
which has been paid beneficiaries named 
by the employes. The benefit to these 
persons is incalculable. The benefit to 
us is also great; better, more faithfu’ 
service, and decreased labor turnover 
Taken altogether the practical working 
of group insurance has been most 
gratifying and the results most ben- 
eficial.” 

“No group of employes,” continued 
Mr. Page, “has ever suggested that the 
(CONTINUED ON PAGE 20) 





“ THE NATIONAL 
AETNA’S APPOINTMENTS 


WELLS AND COFFMAN GO UP 





Two New Assistant Superintendents of 
Agencies Named in Company’s 
Life Department 





The Aetna Life announces the ap- 
pointment of F. L. Wells and J. A. 
Coffman as assistant superintendents 
of agencies. Mr. Wells and Mr. Coff- 
man will work with Agency Secretary 
K. A. Luther in general field develop- 
ment in the Aetna’s life department. 
Mr, Wells is a native of New York 
state, and graduated from the Univer- 
sity of Syracuse in 1906. Wishing to 
enter the selling side of business, in 
1908 Mr. Wells became connected with 
the Smith Premier Typewriter Com- 
pany as salesman, and continued with 
that firm until 1912, when he was en- 
gaged by Mr. Luther, then the Aetna’s 
manager at Syracuse, as . life insur- 
ance salesman. On Jan. 1, 1918, Mr. 
Wells became field superintendent for 
the Syracuse agency, devoting his time 
to the securing and training of agents 
for life and group business, and attend- 
ing to general office and field develop- 
ment. When Mr. Luther was trans- 
ferred from Syracuse to Boston as man- 
ager of the Aetna Life’s office at Bos- 


ton, Mr. Wells became associated with 
O Herrick as managers at Syra- 
cuse. During the four years that he 


was manager at Syracuse, he further 
developed the large agency of the 
Aetna there, and this experience, to- 
gether with the other years that he has 
devoted to life insurance, have fitted 
him especially well to take up work at 
the home office in connection with 
agency and field development. While 
in Syracuse Mr. Wells was especially 
active in civic affairs. 
Mr. Coffman’s Career 


John A. Coffman goes to the Aetna 
as a man of long standing and valu- 
able experience in the insurance field. 
Born in Missouri in 1883, he was 
reared and educated in his native state. 
As a young man he studied civil engin- 
eering at the Missouri School of Min- 
ing and Metallurgy. His first ten years 
in business were spent as a civil engin- 
eer. 

In 1912 Mr. Coffman became interest- 
ed in life insurance and in January 1913 
ke signed a contract with the North- 
western Mutual Life, with which com- 
pany he remained until 1916. He then 
became associated with the Penn Mu- 
tual Life as assistant manager in its 
Chicago office. A short time later Mr. 
Coffman made a connection with the 
Travelers for which he worked in the 





F. L, WELLS 








UNDERWRITER 
PENN MUTUAL RALLY 
SOUTHERN GROUP MEET HELD 


Convention at Chattanooga Brings Out 
Good Talks—Caldwell and Kings- 
ley are Headliners 





CHATTANOOGA, TENN., Oct. 1. 
—A large and enthusiastic attendance 
featured the second of the series of four 
regional conventions, the southern con- 
vention, of the Penn Mutual Life, which 
was held here at Signal Mountain Inn 
last week. The program was closely 
followed, the speakers being drawn 
from the home office official staff and 
agents in the southern territory. A. 3 
Caldwell, insurance commissioner of 
Tennessee, the first speaker, began his 
zddress by commending Bolling Sibley, 


general agent at Memphis, Tenn., who 
presided at the opening session. 
Cites Agent’s Importance 
Mr. Caldwell’s theme was “Insurance 
waste by extension of credits—and by 
policies returned for cancellation, or 
not taken.” “You will bear me out,’ 
ke said, “in the statement that life in- 
surance is sold, not bought, and that 


fact necessitates the building up of an 


efficient agency organization. It is 
through these organizations—such as 
you have today—that the companies 


must look for success. But, gentlemen, 
I want to say that institutions do not 
make men, but men make institutions, 
and I for one believe that all honor 
should be given to the honest, able and 
conscientious workers in the field. To 
them is due great credit; they are the 
builders of these mammoth institutions. 

“The general practice of most com- 
panies is to charge the premiums to the 
managers or general agents, and allow 
them 60 days in which to remit the 
nets. However, this practice is not uni- 
form in all companies.” 

Kingsley Was Speaker 

William H. 
in charge of > egy 
is a good company, 


Kingsley, vice president 

spoke on “What 
a question he ans- 
ra office wales Manager Kolb. 
Mr. Coffman was principally concerned 
there with organization work, partic- 
ularly with reference to brokers busi- 
ness. In June, 1917 he was assigned 
to the home office of the Travelers in 
Hartford. Assuming his duties there 
as agency assistant in the life-accident 
group department, Mr. Coffman was 
later promoted to assistant superin- 
tendent of agencies for the same de- 
partment, He held this position until 
recently, when he joined the Aetna or- 
ganization. 





J. A. COFFMAN 





wered by saying “No company has al] 
Re. 
ferring specifically to the Penn Mutual, 
“No agent ever needs to apol- 
ogize for anything that has occurred in 
the 76 years of this company’s history, 


the good there is in life insurance.” 
he said: 
Such a reputation may at any time be. 


come a strong selling point in an agent's 
work.” 


“The prompt issuance of policies,” 
he continued, “is a preventer of ‘not- 
takens,’ because it shortens the time 


in which the policyhglder’s desire for 
the protection might be so lessened thar 
delivery would be difficult or impos. 
sible.” Mr. Kingsley further told why 
he was proud of the company and why 
the agents should be proud of it, men 
tioning the various means of coopera. 
tion between the home office and the 
field forces. 

Harrison S, Gill, 
cations ‘and death claims, spoke 
“Special Agreements,” with especial 
reference to trust agreements. 

H. Grady Varnell, of Chattanooga 
discussed “The Special Agent’s Contri- 
bution to the Organization.” Referring 
to the turnover in the life insurance 
business he said: “Either the general 
agent has selected poor material or has 
not handled the men properly. The 
cause of most of them leaving, how 
ever, is that they are unwilling to pay 
the price, the time needed to master 
the psychology of selling. A great o- 
ficial of a life insurance company once 
said that it cost $500 to put a new agent 
into the business, and believe the 
estimate is low. The special agent car 
remedy these conditions to some extent 
(1) by helping the general agent t 
train his men, (2) by working with the 
men and dividing the commission, (: 
by always boosting the business and its 
future, instead of runnjng it down.” 

Guy E. Paine, general agent, Maco 
Ga., spoke on “Automatic Rules oi 
Success, ” saying “The only good ruk 
I know of is that of constant and 
thoughtful effort.” 


supervisor of appl 





Shows Value of Group Policy 


A former employe of a St. Lous 
bank, stricken with blindness and finally 
forced to ask for charity when all his 
resources had been exhausted, was 
given aid from an unexpected source 
when newspaper clippings telling of his 
sad plight came to the attention of off 
cials of the group department of the 
Missouri State Life. They recognize 
the bank named in the clippings as om 
that the company had covered with é 
group policy, which included the tote 
disability benefit. Neither the bank off 
cials nor the blind emplove remembere 
this feature and thought it was effective 
enly in case of death. Investigation 
showed that the man was entitled t 
payment under this provision and the 
receipt of a draft for $1,000 from the 
Missouri State gave him and his fam 
ily a new lease on life. 


San Francisco “Y” School 


The life insurance sales course 
the Y. M. C. A. in San Francisco * 
enjoying the consistent support of se! 
eral of the general agents and manage 
of the city and they are very enthusia 
tic over the results obtained by age 
attending the class. Individual instru 
tion has been permissible due to ™ 
fact that the classes are small and 0 


structor George B. Cawthorne stalt 
that the satisfactory results are pro 
ably due to this cause. The four 


class completed its session last wer 
This was under the auspices of the 
Northern Association of California ! 

Underwriters. Among the San Frat 
cisco agencies which have students 2 
the National | ife of Vermont; Unie! 
Central Life; Penn Mutual Life; Act™ 
Life; Western States Life; New Est 
land Mutual Life; Northwestern Mutt 
I ife; West Coast Life and the Weste® 
Union Life. These managers feel th# 
the class is very valuable it save 
their time in explaining the fundame™ 
tals of life insurance and the psycho 
ogy of salesmanship. 
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BEST RESULTS GOTTEN 
FROM CIRCULARIZING 


If Agents Bear Part of the Ex- 
pense Returns Are More 
Gratifying 


RESEARCH BUREAU PROBE 


Quizzes Its Member Companies as to 
Their Experience in Handling 
Work of This Kind 


NEW YORK, Oct. 2—In its recent re- 
port on the subject of circularizing, the 
Life Insurance Sales Research Bureau 
of New York City said that although a 
company may assume the function of 
handling the mail advertising it does not 
necessarily assume all of the expense. 
It is an extremely difficult matter to 
handle the advertising and not stand 
the entire expense because agents will 
exert pressure in the direction of hav- 
ing the home office do the work and pay 
it as well. 

The report of the Bureau states how- 
ever that if a company at the outset 
of the service will impress upon the 
members of the agency force that they 
must contribute materially both in time 
and money in order to make the in- 
vestment successful, the home office 
can safely launch the service. Such 
work can be handled better and at a 
cheaper rate if done in large volume 
and this is exactly what should occur 
if it is centralized at the home office. 
In short, says the Research Bureau, 
“Even if the agency force bear every 
cent of the cost, the home office con- 
ducting this work, instead of leaying it 
to the scattered efforts of the agencies 
does render an immensely valuable serv- 
ice to the agents.” 


Expense Item Is Big Factor 


The expense item is perhaps one of 
the big factors in determining whether 
or not a company should enter into mail 
advertising on a large scale. It is not 
only impossible, says the summary put 
out by the Research Bureau, to predict 
the returns of such an investment, but 
also is exceedingly difficult to deter- 
mine exactly the results secured by the 
‘xpenditure of money in such project, 
when carried out. It is almost impos- 
‘ible to prove that the business written 
on the lives of those who receive this 
mail matter, would not have been writ- 
ten if the agent had, without previous 
“reularizing, interviewed the same in- 
dividual with the same salesmanship. 
roy ten the companies that have had 
ad longest experience in circularizing 
ave found some evidence which ap- 
Pears to show that the investment has 
,“en worth while. The expense might 
€ justified by some companies on the 
srounds of stimulating agents. 

Many companies in initiating the ad- 
ne work assume the entire ex- 
pense, not having realized how much it 
aa to cost and how constant the 
foe _— are. It has been generally 
sl owever that the most satis- 
sien 7 epee are secured when a por- 
oi the cost is carried by the agent. 
faitht Preparations of lists and a more 
oan ; her eng by the agent are ac- 
“er ed if the agent has some money 
a in the campaign. Of the 30 com- 
all th covered in the report, 19 carry 
on oe of the service at the 
ee ice, while 11 have arrange- 
One Aug splitting it with the agents. 
mba of eight companies using “In- 
share oe Letters asks the agent to 
the Bo expense, the agent paying 
“Reply =. our out of 12 using the 
kA ard” system split the expense 

© agent; one charges 3 cents 











IOWA FARMERS BUYING 


REPORT GREAT IMPROVEMENT 


A. P. Hohmann of Mutual Life Gives 
Interesting Suggestions on Selling 
in the Country 


DES MOINES, IA., Oct. 2.—Repre- 
sentatives of the various life companies 
with headquarters in Des Moines, state 
that business among farmers has been 
exceptionally good this season. The 
fine art of selling insurance to farmers 
is being mastered in a most successful 
way. Agents assigned rural territory, 
including the small town which is the 
trading center, are given special instruc- 
tion by men who have had much ex- 
perience in salesmanship among farmers. 
It requires a kind of a psychology that 
makes this class of work somewhat dif- 
ferent, because the farmer has no spe- 
cial hours when he is free from busi- 
ness cares, as do business men in cities 
and towns. 

Favors Working in Pairs 


One of the most illuminating experi- 
ences along this line is related by A. P. 
Hohmann, manager of the Mutual Life 
of New York, in this city. His early 
insurance experience was among farm- 
ers, and he is enthusiastic in relating 
his successes and failures in this line of 
work. He says that agents should go in 
pairs when they attempt canvassing 
among farmers. 

“My plan does not take into account 
any special time to approach a farmer,” 
says Mr. Hohmann. “The best success 
that two of us met with was going right 
out into the field when the farmer was 
busiest. Here is where two men can 
do better than one. If the farmer was 
threshing one of us would take his pitch- 
fork and throw the bundles while the 
other explained the cause of our mis- 
sion. If the farmer was plowing and 
if his horses did not need resting one 
of us mounted the plow and did the 
plowing stunt with neatness and pre- 
cision and the interest thus shown in 
the work of the farmer had a wonder- 
fully wholesome effect. If he was tired 
out it. gave him a short respite from 
exacting toil and inasmuch as his work 
was moving right along he was in a 
most receptive mood to listen to the 
agent’s story. I would never think of 
visiting a farmer alone. 


Helps Keep up Morale 


“Then, there is another phase of the 
subject that is worthy of notice, and 
that is the morale that comes from as- 
sociation. When an agent goes alone 
he is apt to get discouraged and he lacks 
confidence in himself to do the work 
before him and this detracts materially 
from his ability as a salesman, but by 
having a companion equally interested 
in results, I tell you it makes a vast 
amount of difference. Two men when 
they approach the busy farmer or when 
they meet him by his fireside after the 
day’s work is done can supplement the 
work of each other in a most convincing 
manner, and I always observed that one 
could think of something at the right 
time that would clinch matters by a 
psychological endorsement.’ 








per name, two charge 5 cents per name, 
and one charges the agent one-half the 
cost of the circulars. Six out of 10 
companies that offer a “gift” charge 
the agent part of the expense. The low- 
est charge made is “a part of the post- 
age”; one company charges 10 cents 
per name; and three charge 15 cents 
per name, which is usually considered 
one-half of the cost. 

It has been found that the setting 
of a limit upon the number of names 
which will be circularized for the agent 
at a time helps to control the expense. 
Seven of the 18 companies which have 
set a limit will circularize additional 
names if the agent will pay for it. 





CRITICISM UNFOUNDE 


WRITER ASSAILS “NEGLECT” 


Refute Charge That Life Companies 
Overlook Opportunity in Not Push- 
ing Survivorship Annuity 


A recent article in “The Independent” 
of New York on “A Neglected Possi- 
bility in Insurance” by Sabian Frank- 
lin, contributing editor to that magazine, 
has caused considerable interest among 
life underwriters and actuaries. The 
article takes up the proposition of a sur- 
vivorship policy, payable to the named 
beneficiary only, claiming that the life 
insurance companies overlook _ their 
greatest opportunity in not placing such 
a policy on the market and giving it 
preference. This proposition would 
closely follow what is called a rever- 
sional annuity and the idea is at least 
100 years old. It is an old English 
idea and has been studied by actuaries 
and life underwriters for years, but has 
been found absolutely impracticable and 
unsalable in this country. Life under- 
writers are inclined to look upon this 
article as a “space-filler” and believe 
that such articles as this, criticising life 
insurance profession where criticism is 
not due, result in a prejudiced public 
opinion, as many readers take such 
articles on their face, and together with 
the author, feel that the life insurance 
companies are not contributing their 
share to the American public. 


Is Called Impracticable 


Mr. Franklin’s suggestion was pointed 
especially for those who desire to pur- 
chase a benefit for some one particular 
beneficiary—mother, wife, relative or 
other specific person, caring for no per- 
sonal protection or other interests and 
not desiring the proceeds of the policy 
to go to any other than the one named 
beneficiary. He points out that on such 
a policy the rate would be one-tenth of 
what an ordinary life policy would cost 
and, whether the figure is exact or not, 
it is probable that such a ratio would 
exist, as there would be a negligible 
risk with such a policy. However, life 
underwriters say that such prospects as 
Mr. Franklin indicates would be so few 
that no agent could save himself from 
starvation should he attempt to canvass 
on such a program. A prospect is not 
sold on protection, when he has in mind 
the payment of a certain sum to a single 
beneficiary and no other interests. Fur- 
thermore, such a program would open 
the way to severe criticism from those 
who are already objecting to the life 
insurance companies retaining too much 
of the premium. If the life insurance 
companies accept a policvholder’s pre- 
mium and then, should the named 
beneficiary die before the policyholder, 
retain all premiums and return nothing 
to either policyholder or the bene- 
ficiary, the agitators who are con- 
tinually combating life insurance prac- 
tices would grasp the opportunity to as- 
sail such underwriting. 

It is suggested by life agents that, 
should a prospect desire such a policy 
as suggested by Mr. Franklin, he could 
purchase a yearly renewable term con- 
tract, carrying this just as long as the 
named beneficiary lives and dropping it 
upon the death of that individual. This 
would not only answer the same pur- 
pose. but would give the policyholder 
the benefit of the chance of the bene- 
ficiary living only a short period. Mr. 
Franklin’s proposition calls for a single 
premium policy and this was based on 
the expectancy of life of the beneficiary 
at the stated age. Under the yearly re- 
newable term contract, this might be 
appreciably reduced and the _ policy- 
holder save the difference in premium. 








Other companies feel that the limit pro- 
vides for as many leads as the agent 
will be able to follow-up properly and 
do not permit such additional circulariz- 
ing. 
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DR. C. J. ROCKWELL IS _ 
INDIANAPOLIS SPEAKER 


Pittsburgh University Director 
First of Galaxy of Stars to 
Appear There 


DISCUSSES “THE CLOSE” 


Valuable Selling Talk Is Given Before 
Life Underwriters Association of 
Hoosier Capital 


Frank L. Jones, agency manager of the 
Equitable Life of New York at Indian- 
apolis, was greeted by a record breaking 
crowd when he opened his first meeting 
as presiding officer of the Indianapolis As- 
sociation of Life Underwriters, over 200 
members and guests being present to greet 
Dr. Charles J. Rockwell, director of the 
life insurance school at Pittsburgh Uni- 


versity, the first speaker on the year's 





CHARLES J. ROCKWELL 


program. In introducing Dr. Rockwell 
President Jones declared that he had done 
as much for life insurance during the past 
two years as any one man in the country. 
He announced that Dr. Rockwell would 
speak on “The Mechanics of the Close.” 
Against High Pressure Selling 


“I do not believe in high pressure sell- 
ing,” said Dr. Rockwell. “We should serve 
in an advisory or counselling capacity, 
assisting our clients in making their plans 
and then, when the time comes to act, ex- 
ercising for them a power of attorney. We 
should, in a sale, be first educative and, 
second, executive. 

“What is a sale? A sale is an agree 
ment to accept a proposal. An agreement 
takes place in the mind. The first task is 
to establish that an agreement does exist. 
To secure an agreement we must convince 
our client: that the plan we propose is 
worth while and that our way is the right 
way to do it. Voluntary admissions on 
the part of your prospect are not safe to 
rely upon, they should be dragged out by 
questions. He will answer questions on 
the worth whileness of the plan such as, 
‘Is it worth while to make provision for 
a widow? ‘Is it worth while to provide 
for the education of a child?’ To such 
auestions the natural answer is, ‘Certainly 
it is.’ 


Bring Him to Expression 


“By these questions we are getting 
things under way and, as we present and 
expand our plan, bring in the statement, 
‘and this would do it.. Now what hap- 
pens? Through association of ideas our 
prospect mentally links together a con- 
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viction that our plan is right and that we 
are showing him the way to carry it out. 
When this has been accomplished in the 
mind of the prospect the sale is closed but 
nobody knows it. We have to bring it to 
expression. A carpenter builds a scaffold 
against the wall of this hotel. Does he 
ascend it at once? No, he first tests it by 
shaking it, by trying to tear it down if it 
is so fragile that it can thus be destroyed. 
If it stands it is good enough to hold him. 
So we test the structure of a sale which 
we have been building in the mind of our 
prospect. A good test is to ask the ques- 
tion, ‘Do you know of any better way to 
handle this than the plan I have pro- 
posed?’ Then, if we get a negative reply, 
maybe we can say, ‘Let me fix you up.’ 
Often Implied Consent 


“It is not likely that this will meet 
directly with his consent. Momentous 
decisions are often veiled in implied con- 
sent. We get the man to perform some 
act, maybe, that commits him to the pro- 
gram.” 

As an illustration Dr. Rockwell referred 
to the implied consent involved in the sales 
girl’s “charge or cash” with which she 
pushes a hesitating customer into com- 
mittal, and the shrewd trick of the cdllar 
salesman who shows us a tie he thinks 
we should have and begins to wrap it up 
with the collars we have bought, commit- 
ting us to the sale unless we stop him. 

“Maybe we ask a question to which he 
can say, ‘No’ without impairing our sale,” 
Dr. Rockwell continued. “We ask ques- 
tions simply to get answers, without any 
interest as to what the answers might be, 
such as, ‘Where do you have your mail 
sent?” If the salesman does not get an 
answer to so trivial a question as this, he 
is stalled for the moment. We may sug- 
gest, ‘I am going to try to get the disa- 
bility clause with this.’ If he objects we 
will have to take that up later. But what 
we are seeking is to get an accumulation 
of acquiescences. One fiber in the spider’s 
web may not hold the fly but a number 
will. 

Necessary to Stir Feelings 

“Before a man will act it may be neces- 
sary to stir his feelings. For example, ask 
this question, ‘How long is it since you 
have written the name of the girl you 
married?’ This is certain to be quite an 
urge to a fellow’s feelings. Then continue 
‘She who has shared with you your joys 
and sorrows. I do not know of any better 
way to show her that you still love and 
cherish her than to write her name here,’ 
indicating the place on the application for 
the name of the beneficiary.” 

This suggestion was greeted by applause 
which forced the speaker to pause. 

“Nothing of this kind will win out satis- 
factorily unless, at the beginning, you have 
persuaded him to do this worth while 
thing. We must keep feeling and testing 
our way as our mother did when, with a 
straw, she tested the condition of the cake 
baking in the oven. While our straws still 
show dough we must keep reclosing the 
door and giving the prospect a little more 
heat—more reasons to brush away the 
obstacles that are in the way. 

“Once in a while a man comes to a dead 
center. He knows he would like to have 
what we are proposing but he doesn’t know 
whether he should do it now. This is a 
time of fine balance and the slightest 
weight of the argument may bring the 
close. The friction must be overcome by 
appeal to the man’s feelings.” 


Watch Mental Processes 


At this critical point the agent should 
be alert to watch his man’s mental pro- 
cesses. “You can always tell when a man 
you know is going to say, ‘No,’” Dr. 
Rockwell declared. “Some men wet their 
lips, others have a twitch of the mouth 
which is a forerunner of a negative verdict 
on a momentous decision. Seeing this 
danger signal, the agent should forestall 
it with, ‘Now, just wait a moment! What 
was your first impulse—to do right; then 
you thought of obstacles.’ To clear away 
these obstacles put this statement up to the 
prospect, ‘You must now decide, “Yes, I'll 
do right” or “For convenience sake, I'll 
do wréng.”’ This is no time for timidity. 
You-can’t skate hesitatingly over thin ice. 
We are edugating a man to a plan. If it 





REINSURANCE BLOCKED 





DEPARTMENT HALTED MERGER 





T. B. Macaulay of Sun Life of Canada 
Tells Why It Was Unable to Take 
Over Northern Life 





MONTREAL, Can., Oct. 2.—An ex- 
planation of the reason for the failure 
of the merger of the Northern Life and 
Sun Life of Canada, which was being 
considered recently, has been given by 

..B. Macaulay, president of the Sun 
Life. Mr. Macaulay says that the 
merger of the Northern Life with the 
Sun Life was prohibited by the super- 
intendent of insurance, due to the policy 
which had been adopted by the depart- 
ment not to approve a merger or ac- 
cept any proposal for reinsurance where 
the company is in a good position, In 
this case it was considered that the 
Northern Life was in a sound position 
and should continue to operate. Mr. 
Macaulay said that no proposal for the 
merger had emanated from the Sun Life 
office, the directors of the Northern Life 
coming to the Sun and asking the latter 
to consider the matter. After an ex- 
amination of the conditions of the com- 
pany, the Sun Life directors consented 
to the plan, but permission for the 
merger was refused by the superinten- 
dent of insurance. 


Cleveland Agency’s Big Month 


The Cleveland agency of the Mutual 
Life of New York had the largest pro- 
duction in September of any month in 
its history. The amount of paid-for 
business was $1,282,000, all of which was 
on annual premium basis. This includ- 
ed only one large case, for $300,000. 
Charles T, Wallace is manager, having 
been, recently appointed to succeed E. 
M. Post, who resigned on account of 
ili heakh and has since died. 


—— 


suits him, why should we revoke our 
power of attorney? We must lead him 
firmly. He must he helped to decide. And 
then when all is done, comes the ‘Me- 
chanics of the Close. As the pen is 
dipped in ink and poised above the line, we 
say, ‘Isn’t it amazing that one little drop 
of ink insures your wife a safe future, 
protects your home and provides for these 
dear to you—so a drop of ink becomes a 
monument to your love and devotion’?” 
Dr. Rockwell held the rapt attention of 
his audience and the dramatic climax 
with which he closed brought his hearers 
to their feet with spontaneous applause. 


Good Speakers Listed 


Otis E. Logan, chairman of the program 
committee, announced the following speak- 
ers of national reputation had been secured 
for the monthly meetings during the com- 
ing year : Edward A. Woods, general agent 
Equitable Life of New York at Pitts- 
burgh; Robert C. Moore, last year’s lead- 
ing producer for the New England 
Mutual; Elmer S. Albritton, former su- 
perintendent of agents of the Minne- 
sota Mutual Life and now leading 
producer of that company as Texas gen- 
eral agent; Mrs. Roberts of Columbus, 
O., one of the leading women life insur- 
ance writers of the country; Frederick 
A. Wallis, general agent Fidelity Mu- 
tual Life, New York City, and a great 
life insurance salesman; Robert W. Por- 
ter, field sales manager of the Columbia 
Graphophone Company; Griffin N. 
Lovelace, director life insurance school 
of New York University; Roy T. Clen- 
dening, Paris, Ky., Northwestern Mu- 
tual Life leader as to number of lives 
written last year. 

The next meeting of the Indianapolis 
Association will be held Nov. @-and it is 
predicted that, with the array of speakers 
announced, there will be a large attend- 
ance at every meeting this year. Mr. 
Albritton will speak at the November 
meeting on “How to Plan for Large Pre- 
duction.” 








LOANS ARE INCREASED 


TAKEN AS DANGER _ SIGN 





Numbers, Not Size, Reported Larger, 
Which Is Looked on as Trend 
From Thrift 





During the spring and early summer 
many life companies reported an appre- 
ciable increase in the volume of policy 
loans, the increase being in numbers, 
rather than in individual size, which is 
taken by numerous life underwriters as 
a danger signal of an acute “moral 
hazard” that is creeping into the busi- 
ness. General financial conditions can- 
not be credited with this increase and 
there does not appear to be any natural 
cause for such an increase. 


Believe Autos to Blame 


Some of those who have studied these 
changing conditions have expressed 
their belief that the true cause is that 
the public is once again verging into the 
class of the spendthrift and that the life 
policies are being made to bear the bur- 
den, It has been noted that during these 
same weeks there has been an equally 
noteworthy increase in the sale of motor 
cars. Noting that the average size of 
the large number of loans now being 
made is very small, it is surmised by 
some that these two factors are corre- 
iated and that the loans are being sought 
merely for the purchase of motor cars 
or other luxuries. It is believed that 
these small loans are being taken by 
people who have heretofore been un- 
able to purchase a car, for the purpose 
of making the first payment on a time 
purchase of an automobile, or perhaps 
to furnish the lacking amount of cash 
to enable a cash purchase to be made. 
While, of course, there is no means of 
ascertaining the exact reason for the 
loan increase, this is put forward by 
some as a plausible explanation. 


See It as Danger Signal 


It is looked on if it be true, as a dan- 
ger signal. It is a sign that the public 
has again permitted its attention to be 
distracted from the quality of thrift. It 
causes some apprehension as to the pos- 
sibilities of the insuring public again 
developing into the class of spendthrifts. 
The most dangerous phase of such a 
condition, however, is that most pelicy- 
holders do not realize the dangerous po- 
sition into which they have placed their 
life insurance. They fail to realize that 
once they step into a newly purchased 
automobile, the depreciation is prac- 
tically one-fourth of the entire value. 
If they are buying on time, with the aid 
of a policy loan, this means that the 
policy loan is at once wiped out by 
depreciation. It endangers the persist- 
ency of the policy and, if such a condi- 
tion exists, will doubtless be felt in the 
matter of lapses. Agents are taking 
notice of these conditions and in some 
cases are immediately following up all 
requests for a loan with a conference 
with a view ef discovering whether such 
a purpose is in mind. 

Life Notes 

The Philadelphia Life has opened a 
branch office in the 69th Street Terminal 
building, 69th and Market streets, Phila- 
delphia, in charge of Sydney D. Mar- 
gulis, agency director. 

The Penn Mutual Home Office Agency 
Association held its first fall meeting 
Monday, Oct. 1. Charles I. Scott, of the 
Brill & Scott agency, New York, spoke 
on “Salesmanship and Sales Problems.” 

H. McKay Allen, veteran member of the 
Spence agency of the Mutual Life at De- 
troit, and one of its biggest producers, 
has been ill with pneumonia at the Hotei 
Traymore, Atlantic City, for several days. 
He is now convalescing and expects to 
return to Detroit as soon as his physicians 
will permit. : 

E. H. Taylor, superintendent of agencies 
for the Maryland Assurance, has en 
spending several days in Milwaukee with 
the Gaedke-Miller Agency, general agents 
for the company in Wisconsin and ed 
Michigan. Mr. Taylor has been devoting 
some time during the past morth to the 
mid-west territory. 





NOW IN NEW BUILDING 


MOVES TO HOME STRUCTURE 





Indianapolis Life Established in the 
Fairbanks Home Admirably Fitted 
for Its Headquarters 





INDIANAPOLIS, IND., Oct. 2~ 
This week the Indianapolis Life is moy. 
ing into its newly acquired home office 
building at Meridian and Thirtieth 
streets, and a dream of the founders oj 
the company has come true. “I have 
hoped some day to see the company in 
its own home office building, one that 
will serve that purpose for an indefinite 
time to come,” said President Frank P. 
Manly. “In the Fairbanks home we 
have been most fortunate in securing, 
already built, a building which js 
admirably adapted to our use and with 
grounds which can be beautified and de- 
veloped into one of the most attractive 
home office sites in the country.” 


In Heart of Best Residence Section 


With 287 feet on Meridian street and 
339 feet on Thirtieth street, the com. 
pany has a location in the heart of the 
best residence section of the city, but 
a location toward which business is 
trending steadily. The house is a man- 
sion in keeping in architecture and ap- 
pointments with the ideals of a mil- 
lionaire statesman and was built by 
Charles W. Fairbanks, former  vice- 
president of, the United States, for a 
home. Although designed for a fam. 
ily residence, it has been adapted with 
remarkable ease and with only slight 
alterations to the use of the life insur- 
ance company as a home office. 


Description of Building 


The property is a two-story, 20-room 
Structure of steel construction, rein- 
forced with brick and stone. The floors 
are of reinforced concrete, covered with 
tile in large part, and the building is 
fireproof throughout. It embodies a 
modernized version of Italian renais- 
sance architecture. Eight of the % 
rooms are on the ground floor and 
12 are on the second. A large library, 
where Mr. Fairbanks spent many hours 
in reading and entertaining friends, is 
one of the features of the first floor 
This room will be used by the com- 
pany, with no changes structurally, as 
a general reception room, and an insur 
ance library will be assembled there. 
Another feature is the large center hall, 
12 feet wide and extending back 75 feet 
to the rear of the house. To the south 
of this hall are three large rooms that 
lend themselves very readily to general 
office purposes. 

Culinary Department 


While the department on the first 
floor designed for the preparation o 
meals may not be deprived entirely o 
its original equipment, it will be used 
chiefly as supply rooms. Enough o 
the kitchen equipment will probably be 
retained to make it possible to provide 
hot coffee with the clerks’ lunches. The 
present plans do not contemplate serv- 
ing lunches to the employes. 


Hew Second Floor Will Be Used 


The second floor is being appropriated 
by the officers, the medical and actuarial 
departments for offices and these, as do 
all the rooms in the house, have mos! 
pleasing outlooks on the spacious laws 
which surround the house. Mr. Mazlys 
office is at the front and to the right 
and ranging along the south side of the 
second floor are the offices of Vit 
President Edward B. Raub, Secretary 
Joseph R. Raub, Medical Directors 
Frank A. Morrison and J. B. Young and 
Actuary Elder A. Porter. The board 
of directors will meet on the first floo 
in the former dining room. “ 

In addition to these rooms there © 
ample space for the various groups ol 
clerks and stenographers. A large at 
with cement floor presents future P® 
sibilities when more room is needed. 

The house sits back 115 feet from 
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Meridian street and 100 feet from Thir- 
tieth street. The grounds have a num- 
ber of large forest trees and shrubbery 
with ample expanses of lawn. A garage 
at the rear is a feature which will be 
of very practical utility. Mr. Manly 
plans to give personal supervision to 
the further landscaping of the grounds, 
carrying out some ideas which he has in 
mind that will add much to its at- 
tractiveness and beauty as viewed from 
the streets, which which it is at present 
pretty effectively screened by shrubbery. 

Organized in 1905 under the com- 
pulsory deposit law of Indiana, the com- 
pany now has approximately $40,000,000 
of insurance in force in seven states— 
Indiana, Ohio, Illinois, Minnesota, 
Michigan, Florida and Texas. It has 
admitted assets of nearly $3,500,000 and 
over $200,000 net surplus. 


Shows How a Company 
May Be Defrauded in 
Health Certificate 


R. Alfred Seaton, first vice-presi- 
D dent and medical director of the 

Century Life of Indianapolis, gives 
some very interesting information 
about a case in which he was inter- 
ested and which tells how a company 
may be defrauded in approving health 
certificates unless the examiners are 
very watchful. Dr. Seaton tells the fol- 
lowing story: 

“About fifteen years ago an applicant 
applied for and received a policy of 
$2,500 in one of the local companies. The 
applicant paid his premiums for a num- 
ber of years and eventually applied for 
a loan, which was never paid. The pol- 
icy was kept in force until 1921 at 
which time the policyholder failed to 
pay his premium during the days of 
grace. He applied for reinstatement of 
his policy, and a short time afterwards 
furnished the usual health certificate for 
the company’s consideration. I1 re- 
viewed this health certificate and ap-* 
proved the policy for reinstatement, At 
the time of this reinstatement, the health 
certificate probably passed through the 
hands of at least six people. A few 
years ago the death proofs were re- 
ceived on the policyholder and the 
claim was paid. 

Used Fine Pointed Pen 

“In reviewing these papers my at- 
tention was called to the health certif- 
cate and the application for reinstate- 
ment which was submitted in 1921. On 
again reading this health certificate I 
noticed where the applicant had taken 
a fine pointed pen and had inserted in 
two places in the printed form the word, 
not, so that the health certificate read: 
l, the undersigned, being the holder 
of policy No. . which policy has 
lapsed for non-payment of premium, 
do hereby apply to the .......... for 
restatement of insurance, and to in- 
duce said company to revive my said 
policy and reinstate the same, I do de- 
clare and warrant that I am “now,” 
(changed to “not”) in good health, and 
that I do “not,” (changed to “do not”,) 
renew and confirm the representations, 
statements and answers in said appli- 
cation,’ etc. In the blank space left for 
any statements relative to exceptions, 
the applicant had written in a bold 
and the word, ‘none.’ 

Alteration Not Detected 

“In the ordinary reading of this 
health certificate the alterations made 
im the printed form were not detected 
and in this particular instance were 
not detected by any of the company’s 
employees that handled or read the ap- 
Plication for reinstatement. 

During nearly 12 years’ work as 
medical director I have never before 
seen such a simple method to defraud 
SO successfully used to the disadvantage 
of the imsuring company. 
ms he applicant during the years he 
fae policyholder had never applied 
je a or had been rejected by 
= er insurance company, but had 

€n a diabetic for at least 10 years. 


eath resulted from ‘ 
culosis,” penaeaeny ee 




















Are You A Mathematician? 


“Yes; it does not take much of a mathematician to figure the profits 
Mr. Redwine earned with the help of our Sales Planning Department. 
His experience is a common one among our agents. 


“‘We have room in our fast-growing organization for a few more men 
who would like to take up Life Insurance work under ideal conditions. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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EHOLD the first Censor! A 
crabbed, grouchy, old, common 
scold, Marcus Cato, who dispatched 
his horses when they had served their 
usefulness, killed his dogs when they 
began to slow down, and sold his 
faithful slaves as soon as they needed 
the doctor. A fine, cheap, petty 
spirit! Yet—to steal a word of a 
decade ago--he had Rome ‘“‘ buffa- 
loed’’. He was selected as Censor 
to pass upon the physical, moral and 
social qualifications of his neighbors. 
Every two years or so the city on 
the Tiber would rise up and attempt 
to smite him, and fall down on the 
job. After squashing the first re- 
volt, Cato’s friends wanted to cele- 
brate with a statue in his honor. 
. ‘*Let there be no statue,’’ he said, 
**for I would much rather be asked 
why there is nof one than why there 
is!’’ Then again when Rome tried 
to re-elect him Censorhe remarked, 
**You seem either not to esteem 
government worth much, or to think 
few worthy to hold it.’’ The three 
great regrets of this remarkable 

man’s life were— 

**That I have trusted a secret 
to a woman— 





Cato was Sorry for 
Three Things 


‘*That I went by water when 
I might have gone by land, 


and 


‘*That I remained oncea whole 
day without doing any busi- 
ness of moment.’’ 


The one big bright spot in Cato’s 
life was his love for his family. The 
arrival of his first son brought him 
scurrying from the Circus, and for 
a year afterward kis regular morn- 
ing’s exercise was employed in 
washing the child. A trust fund was 
provided to take care of this boy 
after his father’s death. But Cato 
flew into a rage when the son sug- 
gested he could, in the meantime, 
use a couple of drachmas in pleasure. 
‘It is not like a man but rather like 
a widow woman to permit an estate 
to be lessened,” remonstrated Cato. 


Maybe there is a modern life insur- 
ance thought in thisold Roman Text. 
Widows without business experi- 
ence enough to managea large estate 
are really not half so well off as 
those who have been secured through 
Life Insurance that guarantees a re- 
gular monthly income. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 
Home Office, Newark, N. J. 








10 So. La Salle St. 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 

two years of careful research and experience. 
THE OTIS HANN COMPANY 


Chicago, Illinois 










































































LIFE SPAN INCREASED 


MAINTAIN MORTALITY RECORD 








Statistical Bulletin of Metropolitan Life 
Gives Figures on Mortality 
and Expectancy Trend 





The statistical bulletin of the Metro- 
politan Life, reviewing the disability 
and mortality experience of 1922 as 
compared with 1921 and preceding 
years, states that the 1922 mortality 
rates and life expectancy follows very 
closely on the 1921 figure, maintaining 
the excellent increase of expectancy, as 
compared with the 1911-12 period and 
even the 1919-20 period. The slightly 
high mortality rate of the year 1922 did 
not affect appreciably the expectancy of 
life among insured wage earners, In 
1921 the expectancy was 55.08 years and 
in 1922 it was 55.04, practically the same 
figure. The effect of the influenza and 
pneumonia in the early part of 1922 was 
evidently offset by other and more 
favorable development in health condi- 
tions during the balance of the year. 


Big Gain in Expectancy 


The figures show a gain of 8.41 years 
over the 1911 expectancy and a gain of 
3.90 years over the expectancy of 1919- 
20. This is an unprecedented increase, 
making a gain of nearly a year in ex- 
pectancy for each year of development. 
Within 11 or 12 calendar years an in- 
crease of 8% years in the life span has 
been developed. The death rate among 
insured wage earners has been declining 
more rapidly than in general population 
groups, and consequently the wage 
earner’s longevity has improved in a 
more rapid pace than for the whole pop- 
ulation. This is pointed to by the bul- 
letin of the Metropolitan Life as an 
excellent index of the improved well- 
being of the industrial class. 


Study Cancer Mortality 


The Metropolitan Life is now mak- 
ing a study of cancer mortality, cover- 
ing the period of 1911-1922 and, 
although no definite figures are ready 
as yet, the preliminary study shows that 
among insured wage earners the death 
rate for cancer has increased approxi- 
mately six deaths per million policy- 
holders per year over the period 1911- 
1922. Among females, the change was 
negligible, white females showing a 
slight increase in the death rate and 


colored females a_ slight decrease. 
The death rate for males showed 
a much higher increase. The 


company in its bulletin reports that 
the standardized death rate per 100,000 
was 69.8 in 1911 on white males and 
80.5 in 1922. Among white females it 
was 100.4 in 1911 and 102.2 in 1922. 
Among the colored risks, females 
showed a death rate of 33.5 in 1911 and 
46.9 in 1922 and the males a death rate 
of 90.3 in 1911 and 89.5 in 1922. The 
total of the industrial department shows 
the death rate of 74.2 in 1911 and 80.3 
in 1922. The bulletin points out that 
probably one cause of the persistent and 
consistent increase in cancer death rate 
is the fact that there is an increase in 
a precision of statements of the causes 
of deaths on death certificates. Now 
there are many deaths reported from 
cancer, because many borderland cases 
in the past were not placed in this 
classification. 
Urge Motor Safety Work 


One section of the company’s bulletin 
deals with automobile fatalities, and the 
company, in somewhat editorial style, 
urges more concentration on the matter 
of accident prevention of automobile 
traffic, stating that some agencies have 
used the wrong tactics in publishing the 
fact that the death rate per automobile 
has reduced, in spite of the great in- 
crease in automobile deaths and acci- 
dents. It is pointed out that the fact 
that must be stressed is that automo- 
bile deaths and disabilities are increas- 
ing, and any reports showing a decrease 








ENTHUSIASTIC RALLY 


OLD LINE LIFE CONVENTION 





Milwaukee Company Holds Agency 
Meeting at Home Office With 150 . 
Leading Producers in Attendance 





MILWAUKEE, Wis., Oct. 2.—The 
cream of the agency force of the Old 
Line Life, represented by 150 agents 
from all parts of the territory of the 
company, attended a two-day rally at 
the home office Friday and Saturday. 
A special feature of the program was 
the meeting of the Star Leaders Club, 
consisting of more than 40 leading pro- 
ducers of the Old Line in all parts of 
the country. 

Rupert Fry, president of the Old Line 
Life, addressed the gathering the first 
day and lauded the good work they 
and other representatives of the com- 
pany had been doing the past year. He 
reported splendid increases in both the 
life and the accident and health de- 
partments. John E. Reilly, secretary- 
treasurer of the company, also spoke, 
as did J. P. Wolf, general agent at Ran- 
dom Lake, Wis., and president-elect of 
the Star Leaders’ Club. 

The principal speaker Saturday was 
W. E. Billheimer of St. Louis, agency 
manager for the Franklin Life, who 
spoke on “Closing.” A number of other 
prominent speakers, including the direct- 
ing heads of the Old Line Life, ad- 
dressed the session. 

A dinner was given Friday evening, 
followed by a theater party. 

The officers elected for the Star 
Leaders Club for the coming year are: 
J. P. Wolf, Random Lake, Wis., presi- 
dent; Anthony Olinger, Waukesha, 
Wis., vice-president; J. J. Hofman, Fond 
du Lac, Wis., vice-president; Elsie Cort- 
right, actuary and assistant secretary at 
the home office, was appointed secretary 
by the officials of the company. John L. 
Fox, general agent at Fond du Lac, 
Wis., was the highest individual pro- 
ducer for the year and would have 
been reelected president but for a pro- 
vision of the constitution preventing a 
president succeeding himself. Mr. Fox 
will be eligible for election again next 
year. 








even though based on the  auto- 
mobile registration, results in increased 
effort on the part of the public in work- 
ing out a safety program. From the 
standpoint of public safety, agencies 
must all work together to reduce auto- 
mobile accidents and, even though 4 
fact, not publish the figure which show 
a decrease in the rate per automobile. 

In reviewing the health record for 
July of this year, the bulletin states that 
the July death rate shows the usual sea- 
sonal declines as compared with June, 
but it is a little higher than any July 
rate since 1920. The accident rate ior 
July, 76.9 per 100,000, is the highest re- 
corded for any month since July, 1921. 
The death rate for the general popula- 
tion of the large cities in July was 106 
per 1,000, identical with the figure for 
July, 1922. A decline is shown as com 
pared with June, 1923. 


Await Decision in Murder Case 


Officials of the Old Line Life of Mit 
waukee are awaiting the decision of the 
courts, which will determine to whom 
the $1,000 due on the life policy of Jack 
Daly, of La Crosse, Wis., who was mur 
dered by his wife and beneficiary, 1s 
be paid. The woman, Mrs. Elsie Daly. 
who is now serving a six-year term ™ 
the state penetentiary, has filed suit for 
the recovery of $2,000 in insurance 
seeking double indemnity under the 
$1,000 policy. The company express 
its willingness to pay the life insurance 
but holds that nothing is due on tht 
double indemnity clause, on the grounds 
that Daly’s death was not accidental 
The court is asked to determine © 
whom the life insurance is to be palé 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, lowa 








HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report show 
Premiums received during the year ae. Ag 7,369,835 
Payments to Policyho! and 

ey in Death Claims, at 


ments, Dividends, Ete............... 5,400,769 
epegececcoogcesongccosesocece 2,206,762 
Net Interest Income from Investment.. 2,110,922 
joer 352 in excess of the encunt 
ired to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount 
BED UE Mi caccecevsonccocsese 232,163,052 
SEE BaD ccccccccccccccccesoces 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


Rooms 001-606 ‘The Fourth Wat. Bank 
ng 
CINCINNATI, OHIO 


ion . ms —— by ente 
era anager for Northern 
229-233 der-News Bu 
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Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incerperated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 
DR. J. H. IGLEHART 
Medical Directer 


FIND CONDITIONS GOOD 


SECURITY MUTUAL’S MEETING 





Nebraska Company Has 40 Agents in 
Attendance at Convention Held at 
Home Office in Lincoln 





Forty agents of the Security Mutual 
Life attended the annual meeting of 
agency forces at Lincoln, Neb., Fri- 
day. They were yg from Nebraska 
and Kansas. E. B. Stephenson, presi- 
dent presided at the meeting. 

Ray Davis was announced as the new 
president of the $150,000 Club, and with 
it the loving cup offered by the com- 
pany. He took it away from his 
brother, Oak E. Davis, general agent, 
who has been in possession of it for 
two years. This goes to the agent writ- 
ing the most business during the year, 
with the proviso that it be in excess of 
$150,000. 

The reports, presented reflected the 
greatly improved financial conditions in 
Nebraska. Not only has the company 
written 40 percent more business this 
year up to date than for a similar pe- 
riod last year, but business has re- 
mained on the books 300 percent bet- 
ter. M.A. Hyde said that the business 
in 1922 suffered from the loans made 
on policies the year before, while the 
business this year was not subject to 
any such reaction. 

Mrs. Mary A. Fairchild, chief of the 
state insurance department, said the 
companies were giving their heartiest 
cooperation in the work of the depart- 
ment, a fact responsible for whatever 
good results are being accomplished. 

The public is becoming better edu- 
cated as to insurance, and there is no 
place in the business for the crooked 
agent. She noted that a higher type of 
agent was being developed by the new 
conditions. 

Mrs. Fairchild said that the examin- 
ers for Nebraska and Kansas had just 
finished their work on the Security Mu- 
tual and reported in good condition 
with well kept records and splendidly, 
managed. Its setthkements were marked 
by a fairness that is commendable both 
from the viewpoint of the company and 
the beneficiary. 


How the Business Is 
Distributed in Chile 


HE insurance department of the 

Chamber of Commerce of the 
United States has secured a report from 
the consul general in Chile telling about 
the operations of insurance companies 
in that country for 1922. Eighty-three 
Chilean fire companies wrote 70.2 per- 
cent of the total business of the coun- 
try. Fifty-two Chilean companies 
wrote 60.8 percent of the marine busi- 
ness, In life insurance 15 Chilean com- 
panies wrote 44 percent of the total. No 
foreign company has entered Chile for 
industrial accident insurance. These 
Chilean companies wrote considerable 
automobile insurance, In addition to 
these classes there is considerable rent, 
earthquake, animal and individual ac- 
cident insurance written. 

The foreign companies got 30.7 per- 
cent of the total 1922 business of all 
kinds in force. They received 36.6 per- 
cent of the premiums. There are 130 
companies operating in Chile. Of these 
85 are Chilean, 81 British, seven Ger- 
man, four American, one Canadian, one 
Norwegian and one Argentine. Two of 
the four American companies confine 
their business to fire, the other two 
write only life. 





New Connecticut Examiner 


Col. Howard P. Dunham, insurance 
commissioner of Connecticut, announced 
the appointment of William Chew of 
Bridgeport as an examiner for the de- 
partment, filling the vacancy made by 
the resignation of Ernest S. Hildebrand, 











AWARD SCHOLARSHIPS} 


WINNERS’ NAMES ANNOUNCED 





New York University Awards Four 
Gifts, Provided by Joseph D. 
Bookstaver of New York 





The scholarships for the fall term 
of the New York University provided 
by Joseph D. Bookstaver, general agent 
of the Travelers in New York City, 
have been awarded by the university 
as follows: Thomas F. McGuire, Na- 
tional Life of Vermont; Thomas A. 
Mascara, Mutual Life of New York; 
Clara Notowitz, Mutual Life, and Ma- 
bel E. Oldreive, Travelers. These 
scholarships were provided by Mr. 
Bookstaver because of his enthusiasm 
for the course which he took in 1922, 
although he had had 15 years of life 
insurance experience. He has guaran- 
teed the perpetuity by providing life 
insurance in favor of the university 
which will yield a sufficient sum to 
guarantee the cost of his scholarships 
in the event of his death. 


ATLAS LIFE CLUB IN SESSION 





Tulsa Company Gives Annual Conven- 
tion for Leading Producers at 
Lake Toneycomo, Mo. 





The Atlas Life of Tulsa, Okla., held 
its, annual agency convention at Lake 
Toneycomo, Mo., this year. The pro- 
gram was a combination of recreation 
and instruction. The officers of the 
Atlas Super Salesmen Club, chosen by 


production records, were: President, 
R. H. Doyle, Iowa Park, Tex.; first 
vice-president, S. P. Toups, Wichita 


Falls, Tex.; second vice-president, W. 
E. Hall, Shidler, Okla.; third vice-presi- 
dent, Frank Wolfe, Bixby, Okla. Presi- 
dent H. O. McClure made the address 
of welcome. H. Gale Rogers, agency 
director, was toastmaster at the ban- 
quet. 


Won’t License “Migratory” Fraternal 


The Kansas department has denied 
license to the Imperial Council of Jug- 
amos, a negro fraternal from Arkansas. 
The reason for the refusal of the de- 
partment to admit the organization was 
the extraordinary powers of the head 
officials and the contracts which compel 
the policyholders to give up practically 
every right they may have under the 
state insurance laws. The statement 
to the department announced that the 
order was of a “migratory” nature and 
the department at once decided that it 
could get along without any migratory 
insurance societies. The contract pro- 
vides that if the holder dies within 90 
days the beneficiary shall receive noth- 
ing, except in the judgment of the offi- 
cer who may order the payment of not 
to exceed $25 “for the good of the or- 
der.” The contract also provides that 
the policyholder shall not make any 
claim but agrees to take whatever is of- 
fered him under any circumstances by 
the imperial officers. 


“Ad” Men Meet in Hartford 

The next convention of the New Eng- 
land Advertising Clubs will be held in 
Hartford, due to the aggressiveness of 
President J. W. Longnecker of the Hart- 
ford Advertising Club, who with a group 
of insurance advertising men went to 
Portland, Me., last week and persuaded 
the body to go to Hartford. The insur- 
ance interests in Hartford are very 
anxious for this convention and a list 
of committees, headed by insurance men, 
have started their plans for entertain- 
ment. Among those who will serve are 
. W. Longnecker, A. W. Spalding, 
Hartford Fire; Dr. George E. Tucker 
and Clarence T. Hubbard, Aetna Life; 
Leon Soper, Phoenix Mutual; Dan 
Frazier, Travelers, and T. J. Faulkner 





now with the Connecticut General Life. 














Stephen M. Babbit 
President 


Hutchinson, Kansas 

















MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelite tan 
service. Our agents interview i ee te Se 


ic who have written the 
nformation. 

Fidelity is a low-net-cost company operat - 

ing in 40 states. Full level net premium re- 


serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











“THE COMPANY OF CO-OPERATION" 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
apprecia 


te these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (&.T. Bide.) LTOWA 


TERRITORY 


IOWA SOUTH DAKOTA 




















on behalf of insurance brokers. 


MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


not take a General 


STATE for 


Then why 
Agency in its HOME § 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
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- Your El Dorado! 


El Dorado of the Spaniards, a city in 
South America, abounding with gold 
and riches, was just imaginary. 


Your territory is a real El Dorado of 
possibilities. It is worthy of every 
ounce of your effort. Develop it. 


The Lincoln National Life Insurance 
Company is assisting its fieldmen to 
realize the fullest value of their terri- 
tory by most earnest Home Office co- 
operation. 


Lincoln National Life agents gladly 
testify that there is dollars and cents 
value from the Home Office help 
given to those who 
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The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 





Lincoln Life Building Fort Wayne, Ind 
Now More Than $275,000,000 In Force 























ST. LOUIS NOT HOSTILE 
TO PART-TIME AGENTS 


Officials of Companies Domiciled 
in That City Discuss Use 
of Such Men 


MELSON OPPOSES THEM 


Executives of International and Stand. 
ard Life Take Opposite Position— 
General Agents’ Views 


ST. LOUIS, MO., Oct. 2.—The part- 
time insurance agent is not in great dis- 
favor in St. Louis, judging from the ex- 
pressed opinion of leading insurance 
men asked for their views on the ques- 
tion. Even the representatives of those 
companies that have taken a decided 
stand against the part-time men believe 
that there is a distinct place for the 
part-timer in an insurance organization, 
especially in the rural sections. 


An official of the International Life 
expressed the official views of that com- 
pany as follows: “We take the affirma- 
tive side of this subject matter on the 
general theory that ‘It pays to adver- 
tise!’ Every earnest advocate advanc- 
ing and urging the procuration of pro- 
tection is spreading the gospel of thrift. 


Any Additional Effort Worth While 


“The persistent premium paying pol- 
icyholder is, in the great majority, 
under-insured. That is to say his lite 
insurance estate as an individual factor 
would fall far short in providing an 
income commensurate with his living 
income. 

“We heartily advocate the appoint- 
ment of part-time agents among pol- 
icyholders, men in _ professiona! oc- 
cupations, whose business hours are 
ordinarily short. Again men in positions 
of trust and responsibility in the indus- 
trial pursuits, Their constant association 
with the forces operating under their 
direct supervision affords them intimate 
and detailed knowledge of the home and 
family life of their subordinates. They 
thus understand their need for protec- 
tion and can exercise a healthful influ- 
ence in urging their employees and 
associates to systematically set aside a 
meager percentage of their wage, which 
wise action is so well suited and calcu- 
lated to replace at least in part the 
income that ceased with death. 

“In short, we indorse every fair and 
legitimate effort to place life risks—its 
international need is ever manifest.” 


Melson Against Part Timer 


President E. P. Melson of the Con- 
tinental Life took a decided stand 
against the part-time man. 

“Part time means no time at all,” Mr. 
Melson said. “An agent is or he isnt 
During my 30 years insurance expetr 
ence I have never used part-time me?. 
I don’t know much about them as a re 
sult. I have always made it a rule to 
require an agent to devote all his time 
to selling insurance. When a man has 
too many irons in the fire some are 
bound to get cold. Very often a man 
becomes a part-time insurance agen 
merely to reduce the premiums on the 
insurance of members of his family and 
himself.” ail 

J. R. Paisley, president of the Stan® 
ard Life and Commonwealth Life, 1s @ 
strong advocate of the part-time ™a® 

“There are part time men in every 
profession; part time doctors, part-tint, 
lawyers, part-time teachers, so why * 
this agitation about the part-time insu™ 
ance agent,” he said. f 

“And the very men who are now th 
greatest opponents of the part-time man 
were once part-timers themselves. 
Probably 90 percent of the success! 





Fe aa oe 
















Vides agg RAN mip are Dee ga EET TEPER — 3° 





Octe 


insu 
time 


W) paras 


real 
ever, 
wher 
ance 
his li 
rante 
such 
scout 


our n 
direct 
them 
amou 
came 
tary 0 
that h 
comp: 
didn’t 
ance 

efforts 
his w: 


» Missio 


for th 


® salary 


comm 


» it pay: 












ot tha 


Alle 
I OUls 
the pa 

“Sor 
Part-ti 
Fiske 
festly 
broker 
them s 
sands 


branch 
dement 









iciled 


Stand. 


e part- 
at dis- 
he ex- 
urance 
. ques- 
t those 
lecided 
believe 
or the 
zation, 


il Life 
it com- 
ffirma- 
on the 
adver- 
dvanc- 
»f pro- 
thrift. 
hile 


ig pol- 
4jority, 
his life 
factor 
ing an 
living 


ppoint- 
iz pol- 
a! oc- 
rs are 
positions 
indus- 
yciation 
r their 
ntimate 
me and 
. They 
protec- 
1 influ- 
»s and 
aside a 
_ which 


11,” Mr. 
he isn’t. 
expeti- 
1e men. 
as a re- 
rule to 
lis time 
nan has 
me are 
a man 

agent 
on the 
ily and 


. Stand- 
ife, 1s 4 
1e man. 
n every 
art-time 

> gil 
why # 
e insut- 


now the 
me man 


mselves- 


ccessful 






: 
‘ 







s 
¥ 


October 4, 1923 





LIFE INSURANCE EDITION 








insurance men today were once part- 
timers. 
Essential to Small Company 


“Perhaps it is possible for the large 
industrial companies like the Metropoli- 
tan, John Hancock and Prudential to 
dispense with the services of the part- 
time man, but to the smaller companies 
they are very essential. Some of the 
best insurance placed comes through the 
part-time agent. Because of their other 
avocations they have the entry to insur- 
ance prospects that so-called insurance 
specialists couJd not reach, 

“In the rural districts it would be im- 
possible to operate without a part-time 
man. There is not enough business 
there to pay a man to devote his time 
exclusively to life insurance. But why 
neglect that field. Take the rural 
banker for example. Who is better situ- 
ated to know the need for life insurance 
than he? Why not utilize his knowl- 
edge? Our companies favor the part- 
time man,” 


“Neo Place in Large Cities” 


The Phoenix Mutual has an iron- 
bound rule against part-time agents and 
none are to be found in that organiza- 
tion, E. A. Pickel, St. Louis genera! 
agent for the Phoenix, is a strong advo- 
cate of the policy of his company, espe- 
cially as it relates to the larger cities 
and centers of life, 

“The part-timer in the large city is a 
parasite who feasts on the efforts of the 
real insurance men,” he said. “How- 
ever, I believe that in the rural districts 
where there is not sufficient life insur- 
ance business to justify a man devoting 
his life to that field he probably is war- 
ranted in taking up other lines. In 
such cases he would act as a sort of 
scout in landing prospects. : 
“But there is no place for the part- 
timer in the larger cities. For exam- 
ple, why should a banker be permitted 
to collect commissions on placing city 
surance. He is paid a large salary 
from his bank while the competing in- 
surance man is compelled to live off his 
msurance commissions alone. Is that 
fair competition? 

Reaped Harvest From Agent’s Work 


“Another example. Recently one of 
our men appeared before the board of 
directors of a large corporation and so!d 
them the idea of taking out a certain 
amount of life insurance. But when it 
came to placing the policies the secre- 
tary of the company informed the board 
that he was agent for another insurance 
company and could place it for him. He 
didn’t turn his hand to sell the insur- 
ance and reaped the harvest of the 
efforts of our man who is supporting 
his wife and family on insurance com- 
missions alone. Was it right or moral 
tor that secretary who is paid a large 
salary by that corporation to exact a 
commission on the insurance premiums 
it pays? And there are many examples 
ot that kind every day.” 

Experience With Brokers 


, Allen Fiske of the Aetna Life’s St. 
‘OUls agency is a warm supporter of 
the part-time man. 

“Some of the ideas about the so-cal'ed 
Part-time man are most incorrect,” Mr. 
Fiske said. “For instance, it is mani- 
lestly unfair to look upon the Aetna 


brokers as part-time men. Some of 
them sell more life insurance than thou- 
sands of the self-styled ‘life insurance 


specialists’ will ever sell. 
beak ot experience with 27 Aetna 
’fokers in placing life insurance, Twen- 
y-two out of the 27 placed more than 
—. in 'ife insurance the first year 
ey were on the job, and in addition 
ey sold many accident and health poli- 
cles 
mm, - first man of the group sold $715,- 
000. te second, $520,000; third, $452,- 
; fourth, $379,000; fifth, $296,000 and 
~ < five men each more than $200,- 
iste cs ow many so-called life special- 
ists can show so good a record for their 
irst year’s work? 
bean renee who is handling other 
dn lcs of insurance must have a fun- 
*mental knowledge of life insurance 














MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service te the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings fer good live producers im Illincis. Correspondence Invited. 
Hi. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres.and Actuary DR. J. R. NEAL, See. 








AMERICAN 
ENTRAL 
LIFE 


Insurance Co. 








INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 














STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 
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and its benefits. They are men of more 
than average intelligence and have a 


ee high standing in their community. We 
Mutual Life 1923 Dividends have found them highly beneficial to 
our organization.” 


Several months ago the St. Louis 








to one year’s service. Advocates off corvice 
this rule felt that within a year’s time af aforde 
man could determine whether he would good fi 
be a success at insurance and shoulif;, the 
then drop his other vocations, or quit agent 
selling insurance. The plan did no 4 Wi 


















The Mutual Life Insurance Company of New York was the first Americana legal Association of Life Underwriters con- | meet with general favor and was aban. agents 
reserve life insurance company to pay cash dividends. For more than seventy-five years sidered a p'an to have general agénts | doned and as yet no concerted action io 
it has consistently made dividend returns te policyholders, and, except for an occasional here adopt a rule limiting part-time men | has been taken to renew the plan. southe 
slight decrease in schedule, has maintained an upward trend in its returns. ~B into hi 


 ciuiniaiaaenee aun thatianlidbredabeiarene aaaneie WHY THEY TOOK U.’ LIFE INSURANCE sid M 


Ite dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 





and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% Successful General Agents Give R 





$0 for Entering Business and int 
Staying With It / patient! 
—_ a FICH-QU 





of the amount of 1922 premium receipts. | 





C OLUMBUS, O., Oct. 2—In an 


For terme to producing Agents address 
interview with the correspondent 
of THe -NATIONAL UNDERWRITER, 


The Mutual Life Insurance Company Tae Nanoxat, “Uso 
Thomas B. Fulmer of Columbus, man- 


of New York ager of the life, accident and group de- 
— 


—=—— 








ree partment of the Travelers, whose terri- 
34 Nassau St t, New York tory embraces central and southeastern 


Ohio, in response to an inquiry as to 
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Its Policyholders 


R t 
4 9 e 1 | % The a see for this 


is found in the Northwestern 
business policy of: 


e . f i 
of the new business issued sae Pdiiten Dastene | 


Insuring Only Males 
by the Northwestern Mutual Low Death Rate 7 


. : az Investments 
; cient Management 
Life Insurance Company in Liberal Policy Contac y 
. . L 
1922 was upon applications ol ag oe ll 
Purely Mutual z 


of members previously in- No Brokerage 
No Rebating 


M No Twisting 
sured in the Company Civil Service for Agents ~ x 
Clean Business Methods - 
Low Net Cost 
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Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 




















ess O1 
how he came to enter the insurane ~ we 
business and why he remains in th client. 
business, said that after spending a num acset a 
ber of years in trust company work inf jn the i 
Indianapolis, his attention was calleiMM the fut 
to the method of the Travelers in find. JR well,” 
ing and training its branch manager; 
which seemed so business-like and at. INTER 
tractive that he was persuaded to enter 
the Travelers organization at Indiane-§§ tpsuran 
polis as a special agent, with a view to 
becoming a branch manager “some. 
where in the United States.” | 

The special agents are so called ix 
lack of a better name, but are manager Insur: 
in embryo, and after an_ intensivge well apy 
course of training, in due time ange two bir 
placed in charge of a branch office, fy ring to 
number of which are opened every yeapy St. Lou 
throughout the United States. Thi) Confere: 
method of training the agents and its) and the 
future managers appealed to Mr. Ful-§) national 
mer as one of the greatest steps evergy ciation 1 
taken by an insurance company in thy the insu 
training of its field force, which it hai ested as 
been his experience to see. latter of 
May Earn Waiie He Learns ; evidence 
insuranc 
He calfs attention to the fact that :[¥ represen 
young man may “earn while he learns'|¥ eral yea 
in the insurance business, which is u- Leon | 
like some of the professions such as tk}¥ and Jol 
law and medicine, where many years 9 Fire, pr 
study and hard work are required befor J} respectiy 
the student is equipped to hang out bs }) Hartford 
shingle and begin to earn in a vey}) Mr, Sop 
modest way, and which takes many) Mr, Lor 
years to develop a profitable clientek f) of the A 
The active out-of-door life and a bus- Edwar 
ness which involves a service to humat-§} vice-pres 
ity, as well as making a livelihood fof tising C 
one’s self, has appealed to Mr. Fulme.B} On-to-St 
and he is constantly endeavoring to fin vertising 
other men in whom he can find thiR lins in ac 
proper material for development as i) York me 
ture managers, as well as commissiOM} rect Maj 


agents for his company. a class, | 
Appeal of Group Insurance probably 
m the b 


The more recent developments of gto¥} wit) atte 
insurance also has its appeal in its VOM A ov ctor 
broad service to humanity, in that HP dude co. 
employer is enabled to provide growm,,.i., out 
insurance for his employees without 
gard to their insurability, and, therefor, Plac 
many a family has been given group # 
surance protection which would othe} John S. 















wise be left entirely without such pegpreturn fr 
tection, because of the uninsurabili}™strumen 
of the bread winner in the home. $1,000,000 

A summing-up of his reasons for ¢& E. Merric 
tering the insurance business and tgp@tor of } 
maining in it is found in the grejgpetate Lif 
opportunity presented for service to igg'tt said, 
tellow-men, and in the development the purpe 
young men in a business which has gp '0r the pa 
it much of altruism and with it #§§@dministra 
opportunity for building a constastigpstate in — 
increasing and highly lucrative bw ; 
ness, with a freedom in the use of ont! Illir 
time, and in a congenial atmosp The Ili; 
which makes for happiness and “HR igoy cony, 
tentment and more than a decent IWR be hel a. 
as well. a a Aug. 21-9: 
6s] HAVE been in the insurance be Recei 

ness 21 years and my experiem : 

has taught me that if one is to succt™ Receiver 
in this line he must work, be pate Company, 


and give service,” said Benjamin * the R. 
Lewis, of Lewis & Garvin, gent@™™'s the obj 


agents for the Connecticut Get sourts, ha 
Life. Mr. Lewis’ first job was 25 9§*"86 pre 
errand boy in a dry goods store in 89° the life 
east. Through hard work he rost g'*ceivers | 

Company . 


the position of buver in the sult # 









fur department. In 1901 he was ® were. | 
tracted to the life insurance busi rere co} 
2$Seq. 





because of the opportunities offered ! 
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service to the people and because it 
afforded outdoor work and promised 
good financial rewards. After a period 
in the home office he became general 
agent at Poughkeepsie, N. Y. Later 
he was assistant superintendent of 
agents in the home office, coming ‘to 
Ohio in 1905 as general agent for 
southern Ohio. Mr. Garvin was taken 
into his firm two years ago. 

“With my own experience in mind,” 
said Mr. Lewis, “I have advised young 
men not to enter the insurance business 
unless they are willing to work and wait” 
patiently for returns. This is not a get- 
rich-quick business. One should think 
less of his commissions and more about 
giving a good sound contract to his 
client. A satisfied client is the greatest 
asset a man in business can have. One 
in the insurance business should look to 
the future and build up gradually and 
well.” 


INTEREST IN “AD” MEETINGS 


—_—_ 


Insurance Publicity Men to Attend 
Own Conference and Direct Mail 
Convention at St. Louis 





Insurance advertising managers may 
well apply the familiar phrase “Killing 
two birds with one stone” when refer- 
ring to the forthcoming convention at 
St. Louis. The Insurance Advertising 
Conference will meet there Oct. 22-23 
and the annual convention of the Inter- 
national Direct Mail Advertising Asso- 
ciation will follow Oct. 24-26. Most of 
the insurance advertising men are inter- 
ested as much in the sessions of the 
latter organization as their own, as is 
evidenced by the fact that directors of 
insurance advertising have been well 
represented at its conventions for sev- 
eral years past. 

Leon A. Soper, Phoenix Mutual Life. 


Fire, president and secretary-treasurer. 
respectively, will head a delegation of 
Hartford advertising men to St. Louis. 
Mr. Soper is. the retiring president and 
Mr. Longnecker the present president 
of the Advertising Club of Hartford. 

Edward A. Collins, National Surety, 
vice-president of the Insurance Adver- 
tising Conference, is chairman of the 
On-to-St. Louis committee for the Ad- 
vertising Club of New York. Mr. Col- 
lins in addition, is chairman of the New 
York membership committee of the Di- 
rect Mail Advertising Association. As 
a class, insurance advertising men will 
probably comprise the largest group 
in the big New York delegation that 
will attend the St. Louis conferences. 
A systematic effort is being made to in- 
clude several hundred on the special 
train out of New York. 


Places Million Dollar Policy 


John S. Sherritt of Columbus, O., has 
return from St. Louis, where he was 
mstrumental in having a policy for 
$1,000,000 placed on the life of George 
E. Merrick, millionaire real estate oper- 
ator of Miami, Fla., by the Missouri 
State Life. The insurance, Mr. Sher- 
ritt said, was purchased primarily for 
the purpose of providing a cash fund 
lor the payment of inheritance taxes ard 
administration costs on Mr. Merrick’s 
estate in the event of death. 


Illinois Life’s 1924 Meeting 
The Illinois Life announces that the 
1924 convention of its $100,000 club will 


be held at the home office in Chicago, 
Aug. 21-23, 


Receivers Keep Up Insurance 


Receivers of the Mykrantz Drug 
Company, of Columbus, O., a subsidiary 
% the R. L. Dollings Company, which 
is the object of much litigation in the 
arta, have been authorized to pay 
5,786 premiums on $100,000 insurance 
on the life of F, F. Mykrantz, whom the 
receivers have retained to manage the 
‘ompany since the appointment of re- 
vers. It is asserted that the My- 


k . A 
Frantz company itself is not embar- 
Tassed. 
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Eliminate the Low Spots 


Peak and valley production has no place in the Peoples Life 
agency force. But quite the contrary. The production is steadily 
on the upward grade. The agency force has experienced a grad- 
ual but certain increase in production for each passing year. 


The conscientious desire on the part of the home office to help 
each agent wherever he needed help has been met with instant 
response from the agency force. Life insurance problems no 
longer baffle the Peoples Life agent. Should he need help, he 
knows that he can call in the home office and receive a most 
satisfactory solution. His position is materially enhanced. He 
can meet every objection; he can maintain a steadily increasing 
production of business. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 
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Work of the Life Agents 


THe Bank oF MANHATTAN COMPANY 
in New York City has sent out to the 
business world a very valuable booklet, 
notice of which was published in THe 
NATIONAL UNDERWRITER. This booklet 
has created wide attention because of 
the way in which the story was pre- 
sented. The booklet was entitled, “The 
Greatest Family in the World.” This 
was the designation that it gave to Mfe 
insurance. 

The BANK oF MANHATTAN CoMraNny 
brought out in concrete form the size 
of the life insurance family and showed 
something what the life insurance agent 
is accomplishing. There are 40,000,000 
people who have built out of their sav- 
ings a fund of over $8,000,000,000. This 
means that insurance protection is pro- 
vided to the extent of $50,000,000,000. 
There are in the neighborhood of 168,- 
000 life insurance agents working now 
in this country. The BANK or MANHatT- 
TAN states that this body of men and 


New Angle on Buying Insurance 


BarNEY PEARSON or some other bright 


light in getting up insurance, literature + 


likens life insurance buying to the pur- 
chase of high grade securities on the 
installment plan. It is a clever illustra- 
tion and serves to bring to the prospect 
a new slant on what it means to pur- 
chase insurance, 

For example, the policyholder is 
given the privilege of taking a quarterly, 
semi-annual or annual installment priv- 
ilege of payment. The life insurance 
company purchases the securities and 
helds them in trust. At the end of a 
certain time a purchaser gets the face 
value of the securities. The attractive 
thing about purchasing _ securities 
through the medium of the life insur- 
ance companies is that in the contin- 
gency of death the beneficiary gets the 
face value of the securities. A man 
who is buying securities on the install- 
ment plan through any other medium 


Millions Lost in Bucket Shops 


DaiLy papers in New York and Chi- 
cago have recently been exposing the 
bucket shops. Many of these submarine 
investment houses have gone to the 
wall. Others are in a precarious state. 
Others have flourished by ficecing the 
people. It is estimated that during the 
last two years, small investors in all 
parts of the country have lost more 
than $1,000,000,000 through these unde- 
sirable investments. There have been 
200 failures of stock brokerage houses 
and bucket shops. 


- an 


women is necessary because the people 
are indifferent or careless as to their 
obligations and the fulfillment of their 
duties. They have to be pressed. They 
have to be taken by the neck and shaken 
up. They almost have to be forced to 
do what nature prompts them to do, 
but which inertia holds back. 

A life insurance agent, in the mind of 
the BANK oF MANHATTAN, looms up as 
a great public benefactor. Sometimes 
men seek to avoid him. They may not 
enjoy his importunities. They may dis- 
like to have told them their negligence. 
The BANK oF MANHATTAN says that in 
a very true sense the agent is a maker 
of men, an educator in thrift and duty, 
a social stabilizer, a friend of the home, 
an enemy of poverty and want, a vigi- 
lant watchman against the silent enemy. 
That is a wonderful tribute paid to the 
life insurance salesman. It is eloquent, 
comprehensive, exquisitely phrased. The 
agents deserve it. 


simply gets what he has paid for up to 
date. His death does not cut any fig- 
‘ure. The life insurance companies, 
however, do offer this inducement. 

The purchase of the life investment 
has another feature that must not be 
overlooked and that is its safety. While 
individual in making investments 
may secure a security that is undesir- 
able, any loss that is incurred by a life 
company is spread over the entire mem- 
bership so that the individual suffers in 
an insignificant way. It might be said 
therefore, that the life insurance invest- 
ment is entirely secure. 

This angle to the purchase of life in- 
surance makes an interesting canvass- 
ing argument. Barney Pearson illus- 
trates life insurance in this way as an 
investment or security which will be de- 
livered to the buyer at a certain time 
when the installments on it have all 
been paid. 


These experiences with bucket shops 
go to show that after all there is nothing 
safer than a good life insurance pol- 
icy. Men have the gambling instinct 
and are ready to get rich quick. The 
recent experience in the bucket shop 
gambling world shows that there is no 
royal road to fortune. The financial un- 
derworld: has been preying on its vic- 
tims for a long time. Life insurance 
looms up more than ever as the surest 
anchor to the windward and the safest 


and President Williams and Mr. John- 
son have gone to New York to secure 
the indictment of a couple more of the 
alleged insiders. The actual burglars 
have not yet been uncovered, but “De- 
tective” Johnson and the authorities are 
hot on their trail. There is no chance 
of loss to the Western & Southern, but 
the company is naturally interested in 
securing the original certificates and 
jailing the burglars who punched a hole 
in its new vault. 

Criner K. Davis, a member of the 
Cincinnati general agency of the Mas- 
sachusetts Mutual Life, was the leader 
of the round table discussion for the 
company’s new agents at its recent 
agency convention at the home office, 
and not Harry I. Davis of Atlanta, as 
was reported. C. K. Davis, who super- 
vised the session, is one of the leaders 
in the Cincinnati general agency of the 
company. He has been with the agency 
since the war, his selling ability being 
noted by Laurence C. Witten, Cincin- 
nati general agent, when Mr. Davis was 
a member of his squadron in the air 
service during the war. Mr. Davis was 
23 years old when he joined the Cincin- 
nati agency in 1919 and had practically 
no business experience. Circumstances 
prevented him from going further than 
grade school, He was absolutely un- 
acquainted at Cincinnati and for three 
years did littke more than mark time, 
his average production being only about 
$135,000. His fourth year, however, he 
forged ahead and paid for considerably 
over $300,000, and this year, his fifth 
year, he is assured of a position in the 
$500,000 class. 

Raymond Mills, assistant manager of 
the Mutual Life of New York in Chi- 
cago, has hit on a clever plan for stim- 
ulating business in October. The 
names of all the agents are written in 
yellow upon a huge blackboard. As 
soon as a man gets an application his 
name is written in red. The men are 
all now endeavoring to change their 
colors. 
Edward Morwic recently elected 
president of the Life Underwriters As- 
sociation of Canada at the Montreal con- 
vention, is, without doubt, possessed of 
qualifications which should make the 
coming year one of progress for the 
Canadian association. Although im- 
pressed from very early years with the 
tremendous value of life insurance as a 
great economic force in the life of the 
community, Mr. Morwick did not actu- 
ally enter the business until 20 years 
ago. Ten years ago he joined the Mu- 
tual Life of Canada and was appointed 
manager for its agency at Hamilton, 
Ont. Mr. Morwick now has an agency 
composed solely of full time men and 
which bears eloquent testimony to his 
ability as an organizer. 

Moreover, his reputation as a personal 
producer is firmly established. Every 
year finds Mr. Morwick in his com- 
pany’s Quarter Million Club and a num- 
ber of years has ranked as the premier 


manship and said he had never seen 
rate book before Aug. 1. 


quoting price.” 


ford, and associate medical examiner fo 


departments. 


Dr. Edward K. Root, medical direc 


the head of that division, has also re 


to the company. 

E. E. Bennett, one of the best mer 
on the staff of the 
and remove to Phoenix, Ariz., because 
of incessant attacks of asthma that have 
sapped his vitality. His daughter 
Grace Bennett, is secretary of the 
Y. W. C. A. at Phoenix,.and he is as- 
sured of complete relief in that climate 
He has been with the Midwest for a 
number of years. That company does 
not do business in Arizona, -but sev 
eral general agents of companies repre: 
sented here that are licensed in that 
state have offered him contracts that 
will be effective whenever he recovers 
his health. 


The Builders’ Club, which is the 
agency organization of the Ohio Na 
tional Life, has set aside October a 
“Appleby Month,” in honor of President 
T. W. Appleby. Walter C. Temple 0 
Dallas, Tex., president of the club, ha 


issued the official notice. Thursday o 
this week was President Appleby: 
birthday. 


Jacob Grob, a special agent in the 
Harold Pearce general agency of t 
Guardian Life in Cleveland, won the 
distinction of leading his company " 
the number of cases written. During 
the club year ending July 31 he ha 
182 cases to his credit, an average © 
about 3% for every week of the year 
The Frank A. Nurre general agen! 
of the Connecticut General Life at Cin- 
cinnati won the “challenge cup” for th 
largest increase in proportionate allot 
ment for this year. This is the secon 
year that the cup has been won by this 
agency. If won again next year, ™ 
cup will be held permanently by th 
Nurre agency. a 
The Lindsay general agency at Bu 
falo has also won the cup twice al 
there will be keen competition hetwet 
these two agencies in 1924 for the wit 
ning of the cup the third time, whic 
will entitle the winner to permane? 
possession of it. 





producer of his company. 

He takes a keen and active interest 
in the affairs of his community, being 
an alderman of the city of Hamilton. | 
He displays the same keenness and en- | 
thusiasm in the field of sports, with a 





investment for a man’s money. 





special weakness for bowling, in the art | 


The little town of Danville, Pa.. cu 
a big figure in the history of the Phile 
delphia Life because of the brilliat 
work of George D. Edmondson and h* 
two sons, all of Danville. The fathe 
has been with the company since 190 





He operates 
exclusively on the basis of selling his 
prospect before “scaring him off by 


Dr. P. H. Ingalls, one of the bes 
known physicians and surgeons in Hart 


the Aetna Life, retired from active prac 
tice in his profession Oct. 1 to devote 
his entire time with the Aetna Life a 
medical director in the life and accident 
He has been a very suc 
cessful and prominent physician with a 
active record as well in civic activities 


linquished his extensive private practic: 
entirely and will devote his whole tim 


Midwest Life oi 
Lincoln, has been compelled to resign 
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n before it was chartered—and, in 
ct, was the first agent employed. He 
still going strong, as shown by the 
that his agency leads the whole 
suntry in the Philadelphia Life’s pro- 
ction list. One of his sons, D. E. 
dmondson, has headed the company’s 
onor roll of individual producers for 
e past three months. The other son, 
F. Edmondson, has figured near the 
p of most of the monthly honor rolls 
far this year. Naturally, the father 
pleased at having such able succes- 
prs to carry on his work when he re- 
res—which won't be for a long while 
et, he says, as he is only 70 years old. 


A. P. Ballou, manager of the Mutual 
enefit Life at Louisville, Ky., was 
ected district governor for the Ken- 
ycky-Tennessee district of the Kiwanis 
lub at its annual session at Middles- 
ro, Ky., last week. 


George K. Johnson, who retired 
bout a year ago as president of the 
enn Mutual Life, and Mrs. Johnson 
elebrated their 50th wedding annivers- 
y Oct. 1 at their home in Chestnut- 
ill, Philadelphia. Among the guests 
ere three other couples married more 
an 5@ years. Mr. Johnson became 
pnnected with Penn Mutual in 1889 
member of the board of trustees, was 
ected vice-president in 1897 and presi- 
ent in 1906. He will hold another cele- 
ation Dec. 11, his 75th birthday. 


Glenn F. Claypool, vice-president of 
¢ Continental Assurance of Chicago, 
as recently presented with a very 
pndsome gold watch, the finest that 
bmes out of the Elgin factory, trom 
¢ Managers Association of his com- 
ny. Mr. Claypool has demonstrated 
s ability as agency manager. He has 
e good will of all the men up and 
pwn the line. He is a Continental 
oduct and is intensly loyal to the or- 
nization. 


Henry B. Watson, executive secre- 
ty of the New York Life Underwrit- 
s Association, who took that position 
ly 1, is getting out a very snappy 
tlletin announcing the meetings of the 
sociation. Mr, Watson is taking hold 
his duties in good shape. Although 
bt an experienced life insurance man 
Appears to have all the qualities 
ich make for a good secretary. He 
a graduate of Dartmouth in the class 
23 and demonstrated his ability for 
ndling association work in the col- 
Be activities there. He was secured 
Graham C. Wells, who has recently 
igned as president of the New York 
sociation to take a similar position 
th the National Association. 


Stages “World’s Series” 


he Central States Life, which re- 
tly successfully pulled off a “golf 
iament” to speed up the production 
its agents, has, in keeping with the 
Ms, arranged for a world’s series to 
Staged during October. The “first 
will cover the period Oct. 1-10, 
second game,” Oct. 11-20, and the 
nd game,” Oct. 21-31. The players 
the teams will be selected according 
their production. Each application 
count as a hit. Ordinarily a player 
at bat five times during a game. 
‘ty salesman who produces five or 
re applications for each game will 
S et 1000. Applications for less 
: $2,500 will count as singles; $2,500 
“ss than $5,000, doubles; $5,000 and 
than $10,000 triples, and $10,000 and 
*, home runs, The World’s Cham- 
"am will be the nine leading pro- 
“Sin volume for the three games. 


Buys Company Stock 


Mcials of the Continental Life of 
= announce that $200,000 of 
a, or 40 percent of the whole, 
“ secured in a well-known west- 

Mpany having $17,000,000 insur- 
fm force. 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 





















One Outstanding 
Purpose—GOOD 


It is the aim of the Grizzard, System to 
allow the greatest number of people pos- 
sible to participate in the benefits of old- 
line life insurance. 

















To do this the Grizzard System places old 
line life insurance policies in legal reserve 
companies of recognized merit. It is done 
on a monthly budget basis, the Grizzard 
System financing the annual premiums 
with its own resources and at its own risk. 
















But the great purpose of the Grizzard 
System cannot be successful unless the 
strictest principles of good business con- 
duct be observed and to this end every 
individual within the organization is 


constantly;striving. (aw aa. 


























GRL. 


Pronounced Griz—-ard’ 
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GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 




















GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 
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| SHIELD Poucies _ | 


» Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secx.-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE Gv 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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You 
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_—_ SS 
H. A. HOPF AND COMPANY 
MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization 
Methods 


Main Office: 40 Rector St., New York 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago 




















INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 




















OPENINGS 


5 in 12 


The Minnesota Mutual has raised 
its schedule of dividends to policy- 


CLEVELAND 
CINCINNATI 
GRAND RAPIDS 
SEATTLE, WASH. 


SIOUX CITY H . 
EVANSVILLE, holders five times in twelve years, 
IND. and now shows a net surplus to 
TOPEKA «able: 1407 
SPRINGFIELD, net liabilities of 1014%. 
ILL. 
FORT WAYNE On Agency matters address: 
ROANOKE ©. J. LACY, 2d Vice-President, in charge of Agencies 
CHATTANOOGA 
PADUCAH . ° 
SAULT SAINTE The Minnesota Mutual Life 
o_o Insurance Company 
BOISE Commerce Bldg. St. Paul 


LEXINGTON, KY. 












































LIFE AGENCY CHANGES 








MORGAN IS STATE MANAGER 





Prominent Northwest Life Under- 
writer Given New Wisconsin Post 
by National Life, U. S. A. 





E. J. Morgan, for the past five years 
district superintendent in South Dakota 
for the Mutual Life of New York, with 
headquarters at Sioux Falls, has been 
appointed state manager for Wisconsin 
by the National Life, U. S. A. Mr. 
Morgan will immediately move to his 
new headquarters at Madison, Wis., to 
open the office, this being a newly cre- 
ated post. He is one of the prominent 
life underwriters of the northwest, hav- 
ing served as secretary of the North- 
west Congress. Mr. Morgan has been 
prominent in civic and business activ- 
ities throughout the Dakotas. He lived 
in Sioux Falls six years and prior to 
that was in Fairfax, where he was 
mayor and conducted the Fairfax “Ad- 
vertiser.” His journalistic experience is 
extended. He owned and edited the 





E. J. MORGAN 


Spencer “News” at Spencer, S. D. In 
1918 he was city editor and night editor 
of the “Press” at Sioux Falls and later 
was editorial and special writer of the 
“Argus-Leader.” Last year he had 
charge of publicity for the Republican 
state central committee, traveling with 
Governor McMaster and Senator Nor- 
beck until the close of the campaign. 
He was also a school superintendent in 
South Dakota for nine years, gaining 
considerable prominence in teaching and 
lecturing in summer school institutes. 





Gradwohl & Aach 


Gradwohl & Aach, formerly repre- 
senting the Pacific Mutual Life in Lin- 
coln, Neb., were recently appointed 
general agents for southeastern Ne- 
braska for the Franklin Life. They have 
established headquarters in the Security 
Mutual building at Lincoln. 


A. G. Gabriel 


A. G. Gabriel, formerly actuary of the 
Security Mutual Life of Lincoln, Neb., 
has been appointed general agent for 
the Midland Mutual Life at Detroit. 


L. E. Dalager 


L. E, Dalager has been appointed 
field superintendent of the Aetna Life at 
St. Paul, Minn. C. M. Brown is agency 
manager. He was formerly district 
manager at Austin, Minn. 











T. F. Bennett 


T. F. Bennett has been appointed su- 
pervisor of agents for the Lorick & 
Vaiden agency of the Missouri State 


Life. He will have charge of the cm 
tral Georgia territory. 

Mr, Bennett joined the Lorick & y 
den organization in December, 1929, 
had had no previous life insurance » 
perience, as he was prior to that tip 
a traveling salesman for .an ice cre 
company in Augusta, but he early yw 
his spurs, and during Singleton moni 
(January) he wrote an application ey 
day. Since that time he has been a cq 





Business Getters! 


Write to Mabel D. Olmstead, 
1201 Standard Trust Bldg., Chi. 
cago, Illinois, (Dept. B), for free 
samples of clever Insurance circu. 
lars that proved value in securing 
prospects: 


“IN JUST A MINUTE” 


(Health and Accident) 


“BABY LETTER” 


(Life) 


“THE THINGS MEN LIVE FOR’ 


(Life) 


“VANITY FAIR” 


(General Insurance) 








A Minneapolis Bank would like a Company tht 


is making or would consider making loans a 
approved business and residence property 2 
Minneapolis. In position to handle a gener 


agency for Life Insurance Co. that would le 
interested in above. Address F-73, Car 
The National Underwriter. 








Do You Know That You Ca 


do a real job of Agency building’ 
Would you like a REAL salary 
and a REAL opportunity? 

An aggressive, growing, Middle 
Western life company offers this 
opportunity NOW. 

It has no time for theorists, has 
beens or rocking-chair leaders. 
If you are of clean record morally 
and as an insurance man; fret 
from debt; aged between 30 anf 
45; with good health and happy 
in your family. life; a fighter asl 
a leader of men and if you ca 
show us a record of recent results 
—then we have a SALARY and: 
chance for you to BUILD YOUR 
SELF IN and become a materié 
part of this successful company- 
all commensurate with the jo 
you are expected to do. 
Give us ALL the information ® 
first letter and if possible send # 
recent picture of yourself. 

All answers treated in strict com 
fidence. 


Address F-83 
Care The National Underwritt 











Junior Partner Wanted 


A large Chicago general agency represt 
ing one of the livest companies ™ . 
business is desirous of securin jun? 
partner who will ultimately ? 


prominent in the firm. There are ©. 
two older men in the firm. The agen!” 
desirous of getting a young man who te 
duces a minimum of $200,000 a year. "5 
general agency is fully equipped with & 
modern facilities for writing business .— 
giving service to agents and brokers: om 
is a splendid opening for an ambiow 
young man who desires to get a perm 


interest in a general agency 





Address F-87 J 
Care The National Underwrit® 
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E PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 

343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON tone 


OHNC. HIGDON } £°¢ Sates Beles 








J. HAIGHT 
CONSULTING 
ACTUARY 
816-813 Humme-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








Peconsut: WITHINGTON 
CYNSULTING ACTUARY 
Insurance 








Tel. Walnat 3761 +©DES 10WA 
T J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 








J H. NITCHIE 

° ACTUARY 
1523 Association Bldg. 19S. La Salle St. 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST, LOUIS, MO. 


W. B. 


CONSULTING 
CTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. 








OUNG 
A 




















The Accumulation Policy 
‘8 a combination of insurance 
and investment in a new sense. 
Specimen Rate 
Age 35.1... $31.90 per $1000 
The continued payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des Moines, lowa 


sistent producer. His advancement was 
entirely due to the merit he has dis- 
played since joining the agency. 





G. F. Boyle Corporation 


The G. F. Boyle Corporation at Buf- 
falo has been appointed general agent 
of the Manhattan Life of New York. 
The agency handles general fire and 
casualty insurance lines and has a staff 
of 20 solicitors. 





F. W. Murray 


F. W. Murray, for the past nine 
years with the State Life of Montana 
as special agent, has been appointed 
general agent of the north central Mon- 
tana district by the Pacific Mutual Life. 
New office headquarters for the district 
will be opened in Great Falls by Mr. 
Murray, who is now developing his 
agency force throughout the territory. 
He will cover the seven surrounding 
counties. 





Settle & Coates 


The Southern Life & Trust has ap- 
pointed Donald Coates and T. J. Settle 
as agents at Dallas, Tex., under the firm 
name of Settle & Coates. Mr. Coates 
recently retired as representative of 
the “Insurance Field” at Dallas, being 
succeeded in that post by Wilson 
McQuaid. 





J. M. Mulford and Earl Sycks 


Following a visit of General Manager 
Henry J. Powell of the Louisville and 
Cincinnati offices of the Equitable of 
New York to Cincinnati, the announce- 
ment is made that John M. Mulford, 
who has been in charge of the Dayton, 
O., office of the Equitable, will now 
remove to Cincinnati to take charge of 
the southern Ohio field, with the title 
of assistant manager, under Mr. Powell. 
Mr. Mulford is succeeded at Dayton 
by Earl Sycks, formerly supervisor in 


.| that agency. 





F. C. Crowell 


A. P. Hohman, manager of the Mu- 
tual Life of New York Des Moines 
office, announces the appointment of F. 
C. Crowell as district manager for the 
Marshalltown, Ia., district. Mr. Crow- 
ell’s territory will embrace about four 
counties, but he will continue to make 
Des Moines his headquarters. 





R. E. Anderson 


Ralph E, Anderson, formerly repre- 
senting the Cedar Rapids Life at Genoa. 
Neb., has just been appointed manager 
of the Nebraska state agency of the 
Cedar Rapids Life, with Lincoln as 
headquarters. 


J. R. Stadelman and H. E, Ely 


J. R. Stadelman and H. E, Ely have 
been appointed general agents for the 
International Life at Peoria, Ill, and 
will have charge of that city and five 
surrounding counties. Both men have 
been with the International Life about 
two years and recently graduated from 
the St. Louis life insurance school con- 
ducted by the faculty of New York Uni- 
versity under the auspices of the St. 
Louis Association of Life Underwriters. 
Officials of the International stated that 
both men showed such remarkable 
progress since their graduation from 
the insurance school as to merit the 
responsible positions now awarded them. 


Life Agency Notes 


The Mutual Trust Life of Chicago has 
announced the appointment of George 
Goedhart to take charge of its agency at 
Sheldon, Ia., and adjacent territory. Mr. 
Goedhart has had a number of years of 
experience and is expected to be one of 
the company’s successful district mana- 
gers. 

Fred C. Williams, for five years in na- 
tional community camp work, has taken 
an important position with the Noble & 
Noble agency of Lincoln, Neb., represent- 
ing the New England Mutual. Mr. Wil- 
liams has a very wide acquaintance in 
the state, where he represented one of 
the large school book publishing houses 











for a number of years. 








ncorporated 1871 


I 
Life In Co f Virgini 
RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 

Condition on December 31, 1922: 


i cuenecéuguesbanssesebeesbbands40bdeoueeeseneaeas $ 32,633,933.05 
i a es eee hee ene beresne Sateen 28,512,821.50 
Capital amd Searples......ccccccccccccccccccccccccccccsccssess 4,121,111.55 
AT ss... 0 os cencecesenvesnessuceseoseqeeus 230,322,163.00 
Payments to Policyholders...............+- neeeseteeceeseeees 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
| prospects. Gives you a chance to earn more money than you 
are now ing. 
Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "“pia2s"* Pittsburgh, Pa, 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











—~ “SAFE AS A GOVERNMENT BOND 


(©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ““e MONTHLY INCOME INSURANCE 


sid@eeeal LATEST POLICIES AND AGENCY CONTRACT BA'USU IGE 
Openings OHIO, IND. KY. MICH. and W. VA. Write Cohambas 








Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 


We issue all Standard Forms of Old Line 1 Reserve Policies at Net 
Cost to Master Masons Only. 





Master Masons in good standi ; offer 
Libaet Hirst Ware -4+ Conti eh thes insuring an 
income for life to permanent Acacia Agents. Real Home Office Cooperation. 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 











THE NATIONAL UNDERWRITER 


October 4, 19 
































NEWS OF LOCAL ASSOCIATIONS 








MUTUAL TRUST 


LIFE INSURANCE COMPANY 
of Chicago 


FOEHL IS TO SUCCEED WELLS 


Nominated to Fill Vacancy as Presi- 
dent of New York Association, 
Election Being Next Week 


Charles A. Foehl, manager in New 
York for the Prudential, has been nom- 
inated to succeed Graham C. Wells as 
president of the New York Association. 
Mr. Wells resigned to become presi- 
dent of the National Association. Mr. 
Foehl is at present a member of the 
executive committee of the New York 
Association and has had past experi- 
ence in association work by being both 
secretary and president of the Pitts- 
burgh Association. It is interesting to 
note that President Graham Wells is a 
former Pittsburgher, so that he is be- 
ing succeeded by another man from 
western Pennsylvania. 

The election will be held at the first 
dinner of the association year which 
is billed at the Hotel Astor on Oct. 
9. It will be a combination of the 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 


SE RAEEX ~>* 
pa Sass ae 


<* 
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New Home Office Address: 
THE CHICAGO TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 














monthly dinner, banquet and sales con- 














Our Agents Have 


A Wider Field— 
An Increased Opportunity 


— Because We Have 

Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i.e. less 
work for nothing. 


| | 


ADAMS ST. 





THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 

at 166 W. Jackson Blvd. running through to Quincy and 

es Street, right in the heart of Chicago’s Financial 
trict. 





Continental 
and 
Commercial 


The 
Rookery 





NCY ST. 





“LS WUVTO 


Illinois 
Merchants 
Trust Co. 


22YO 380g 
“SPid [®29peq 




















JACKSON BOUL. 




















gress. Craig Baird of Lewiston, & 
who is a trainer of champion debate 
at Bates College, is one of the speak 
ers. He is a leader in the debatip 
field. It was through his work t¢ 
Bates College last year defeated 4 
famous Oxford team. His teams hay 
won every debate for a period of s 
years, in every case by a unanimous &. 
cision with one exception. His subjeq 
will be “Debating and Selling.” 

William B. Burrus, formerly gener 
agent of the Provident Mutual, at Ka 
sas City, will be another speaker 
the subject of “Wishers and Wanter;’ 
Mr. Burrus has attained a national repy. 
tation for his platform work. 


HEAR REPORTS FROM CHICAG@ 


Boston Life Underwriters Also 
Plans for Advertising Campaign 
in Sunday Paper 


BOSTON, MASS., Oct. 2.—The firs 
fall luncheon of the Boston Life Us 
derwriters Association was held Thurs 
day with an attendance of over % 
making it the best attended ever hel 
by the organization. The features 
the gathering were reports on hig 
spots in the recent National Associatio 
convention at Chicago, and a report « 
progress on the full page free fife ix 
surance advertisements to appear in th 
rotogravure section of the Boston Sur 
day “Herald.” 

According to Earl G. Manning, 
charge of the life insurance pages fo 
the “Herald,” six page layouts have a 
ready been made up. The series wil 
start the first Sunday in October ané 
run for 52 Sundays. Prizes have bee 
offered for best ideas for the page, bu 
to date only two suggestions have come 
from the association men. They wer 
urged to take an interest. 

The salesmanship letters which Mr: 


ferred to and members urged to aval 
themselves of the opportunity to sub 
scribe to a valuable contribution to th 
business. 

The illness of former President Frank 
H. Stratton, at his summer home ® 
New Hampshire, was referred to am 
a committee appointed to send a test 
monial and remembrance. ; 
President Robert W. Moore turn 
over the gavel to Charles C. Gilma 
who led a series of talks reminiscent 0 
the Chicago convention. Mr. Gilma 
said he got his money’s worth in met! 
ing the big men in the business 2 
getting some new stories. 

Richard Blackmur of the John Ha 
cock said service and education wet 
keynotes of the convention; the bette 
one was educated the better qué 
fied he was to render service. The # 
dresses of Dr. Lovelace and Dr. Steve 
son he thought the best ones give 
Alex Hammer of the Provident Me 
tual said he was impressed with t 
importance of a good memory; the 
agent who could remember names wou" 
be exceedingly well fortified to do bu® 
ness. 
Ralph Sanborn of the John Hanco 
said he had become more than ¢e 
convinced of the great use ol wort 
pictures, parables he would like to a 
them, as a means of impressing the po 
lic with the importance of life m* 
ance. He told of some of the picture 
painted at Chicago and others 0 hs 
own. . 
Arthur Reddish of the Mutual Best 
fit said the convention emphasized 
markets for life insurance, partica®, 
philanthropic, charitable and educatio® 
institutions, where directors could, 
insured for the benefit of the orga” 
tions. ; be 
Morris C. Field of Chicage, ® 
student at Northeastern University, 








scribed the life insurance course t 


—— 
—= 


Manning compiled, and which the Nef) 
tional Association is to print, were fi) 



























































\ctober 


—= 


given | 
ersity 
Boston 


Toror 
innati, 
ssocia 
he gu 

eeroront¢ 
ast we 
present 
f the 
ade it 
reated 
he int 
as sti 
nderw 
ome b! 
ended 
He de 
Agent’ 
Oo unc 
ies wh 
rards | 
any, h 
astly, 
ife ins 
ife ins 
he wo 
neident 
sharact 
mpress 
n his ] 
 F 4 
oronto 
eeting 
ife Un 
yho wa 
hanks 


Clevel 
eneral 
yermon 
Jctober 
Inderw 
Visualiz 
Progran 
A tea 
zed to 
he vari 
be mad 
ime se 


Linco! 
the Lir 


lutual : 
perce! 
ade a s 
u he Ce 
trong ; 
ill be 
lividend: 
The r 
ompany 
asses 
after No 
t will n 
t will ¢ 
ngs frot 
Ngage i 
large 
ommon 
ate up | 
Under 
eserve 
t the er 
harge oj 
t the en 
nd of th 
I the for 
Tge a 
order 
Ooks, , 
any cha 


enders y 
nd 


Sth year 


$1 p 


ber 4, 193 


=> 


iston, M 
n debat 
the speak 
e debating 
work th 
feated th 
eams hay 
iod of si 
nimous &. 
Lis subjed 


‘ly gen 

ul, at Kani 
peaker 
Wanters” 
ional repy. 


te 


>HICAGO 


\lso 
mpaign 


—The firs 
Life Un 
eld Thu 
over % 
ever heli 
eatures 0 
on high 
Association 
. report aj 
ee fife ix 
ear in th 
ston Sur 


anning, it 
pages fo 
ts have a 
series wil 
‘tober ané 
have bees 
page, but 
have come 
They wert 


which Mr 
h the Ne 
| were It 
d to avai 
y to sub 
ion to the 


lent Frank 

home # 
ed to an 
id a test 


re turned 
>. Gilmas, 
iniscent 
os Gilma 
h in mett 
siness ant 


ohn Hat 
tion weft 
the bette: 
ter qual: 

The at: 
ir. Stevel 
res givel) 
ident Me 
with the 
nory; th 
mes woul! 


tober 4, 1923 


LIFE INSURANCE EDITION 











—— —— —__- 


siven this fall and winter at that uni- 
versity, under the cooperation of the 
Boston association. 

“e's 


feronto, Can.—John L, Shuff of Cin- 
innati, O., past president of the National 
ssociation of Life Underwriters, was 
he guest of the life underwriters of 
roronto at their monthly meeting held 
ast week. There were over 200 members 
resent and the spontaneous cordiality 
f the reception tendered their guest, 
ade it very evident that the impression 
reated by Mr. Shuff on the occasion of 
he international convention at Toronto 
as still fresh in the minds of the local 
nderwriters. Mr. Shuff was quite over- 
ome by the warmth of the welcome ex- 
ended to him. 

He delivered a very fine address on the 
‘agent’s Responsibilities,” and spoke in 
o uncertain terms of the responsibili- 
ies which every agent should feel to- 
rards his fellow underwriter, his com- 
pany, his community, his country and, 
astly, but not least, the institution of 
ife insurance, for, as Mr. Shuff put it, 
ife insurance is the greatest thing in 
he world, the company being only an 
ncident. Mr. Shuff gave his talk in his 
yaracteristic way and left a profound 
mpression of his remarkable personality 
n his hearers. 

J. J. McSweeney, president of the 
eronto association, presided at the 
eeting. E. Morwick, president of the 
ife Underwriters Association of Canada, 
who was at the meeting, moved a vote of 
hanks to Mr. Shuff. 


* * * 


Cleveland, 0.—Harry Walter Hutchins, 
general manager of the National Life of 
yermont at Cincinnati, will address the 
etober meeting of Cleveland Life 
Inderwriters on the subject, “How to 
jisualize and Sell Life Insurance 
rograms.” 

A team of speakers has been organ- 
zed to give talks on salesmanship in 
he various agencies. Appointments will 
be made through the office of the full- 
ime secretary. 


*x* * * 


Lincoln, Neb.—The opening meeting of 
he Lincoln association will be held 





Saturday, Oct. 6. At that time the ten 
delegates to the national convention at 
Chicago will be asked to give their im- 
pressions of the gathering and to relate 
what gain they secured from attend- 
ance upon it. It is possible that the 
association will change back to an 
evening date for the winter. A com- 
mittee will make recommendations in 
the matter. 
SS & @ 


New England Women’s—The New Eng- 
land Women’s association was addressed 
on “Cooperation between Trust Com- 
panies or Trust Departments of Banks 
and Life Insurance Companies” by Ernest 
H. Moore, assistant cashier of the Na- 
tional Shawmut Bank of Boston, at its 
first meeting of the year last Friday 
afternoon. Mr. Moore described the plan 
which has recently been put in opera- 
tion at his bank for cooperating with 
life agents in placing more insurance 
through trust plans, 

The association voted to endorse the 
efforts of Miss Alice Lakey, editor of 
“Insurance,” in introducing the subject 
of life insurance into the programs of 
the Federation of Women’s Clubs. 


* * * 


Omaha, Neb.—About 70 members were 
present at the meeting of the Omaha as- 
sociation Sept. 29. This was the first 
meeting after the summer recess. The 
speaker announced was Thomas E, Con- 
ley, an Omaha attorney, but he was un- 
avoidably absent owing to sickness. Mr, 
Cenley’s subject was to have been “Why 
I Prefer Life Insurance as an Asset.” 
The meeting was enthusiastic, entertain- 
ment being provided by Hugh Wallace 
of the Equitable of Iowa and Robert 
Manley of the Northwestern Mutual. 
Thirteen new members were elected. 
H. O. Wilhelm, general agent of the 
Northwestern National Life, gave a re- 
port on the national convention at Chi- 
cago. Announcement was made that Dr. 
Frank G. Smith of the First Central Con- 
gregational Church of Omaha would give 
a sermon on life insurance, the first Sun- 
day in November. 

c. J. Shaw, educational secretary of 
the Omaha Y. M, C. A., spoke to the mem- 
bers in connection with the work of the 
insurance school which is being carried 
on by the association. 








NEWS ABOUT 


LIFE POLICIES 








| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
| Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,” Published Annually in May and April respectively. 


Policy Literature, Rate Books, etc. 
_. PRICE, $3.50 and $2.00 respectively. 


| 














0 INCREASE ITS DIVIDEND 


onnecticut Mutual Life Will Not 
Accept Substandard Business from 
Agents of Other Companies 


It is expected that the Connecticut 
lutual will increase its dividends about 
percent next year. The company 
ade a substantial increase for this year, 
the Connecticut Mutual is going 
trong and if good luck continues it 
‘ill be able to make an increase in 
lividends next year. 
The recent announcement that the 
ompany will start writing certain 
lasses. ot underaverage risks on and 
after Nov. 1 was of interest to the agents. 
twill not take any brokerage business. 
t will confine its acceptances to offer- 
88 Irom its own men. It will not 
Ngage in the underaverage business on 
large scale, but will take the most 
ommon forms of impairment. It will 
ate up these underaverage risks. 
Under the new policy form the full 
‘serve will be granted as cash value 
t the end of the fifth policy year. A 
Y~ of $12 a thousand will be made 
nd ¢ end of the second year, $8 at the 
a oe third year and $4 at the end 
€ fourth year. It has increased the 
= at the end of the second year 
+. er to hold the business on its 
ee the present time the com- 
- arges $10 a thousand for sur- 
rs up te the end of the fifth year 


nd $1 per thousand to the end of the 
year, 





EQUITABLE’S NEW DIVIDEND 


New York Company Gives 1924 Scale 
Showing Increase of From 15 
to 20 Percent 


The Equitable Life of New York has 
issued its dividend scale for 1924, show- 
ing an appreciable increase over ths 
1923 schedule and giving the company 
a very attractive net cost for pdficies 
this year. The new dividend scale 
shows an increase of from 15 to 20 per- 
cent at various ages and on various 
forms. The new scale per $1,000 at ten- 
year age intervals for each five-year pol- 
icy duration peried is as follows on the 
principal forms: 

Ordinary Life 
Age 25 Age35 Age 45 
6.57 $ 7.80 . 

11.56 
8.53 


9.57 10.72 
10.32 11.79 


20 Pay Life 
$8 35 Age 45 


28 Year Endowment 


Age 25 Age35 Age 45 
$ 38.36 
15.59 
14.07 
19.32 
24.10 


CO em OT 


tDividends for 15th and 20th years are 





The Fidelity Mutual Life Insurance. Company 


Philadelphia, Pa. 


ELMER E. FRENCH, MANAGER 
STATE OF NEW HAMPSHIRE 
709-710 AMOSKEAG BANK BUILDING 
MANCHESTER, N. H. 


Manchester, N.H. Sept. 21, 1923 


Ed. National Underwriter, 
Chicago. 


Dear Sir: 


I do not know where an insurance man 
can get as much value as you are giving in the 
Underwriter. 


The recent Convention Issues areJworth 
many times the annual subscription. A single 
issue often pays a man more than his annual 
subscription. I do not see how a Life Under- 
writer can be without your publication. 


Truly yours, 


(Signed) Elmer E.' French 


Manager 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
synonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company's history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 














Great Southern Life Insurance Company 


DALLAS—HOUSTON 


Assets Over . . . . $10,000,000.00 
Insurance in Force Over $100,000,000.00 
Offers Liberal Contracts to Reliable A 


Oklahoma, Missouri, Kansas, Arkansas, 
Mexico and Mississippi. 


nts in Texas, 
uisiana, New 


Policies up to date 

Write 
F. W. GRIFFIN 
“—- Agencies 


ouston, Texas 


E. P. GREENWOOD 
President 
Dallas, Texas 
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SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 


200 
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WANTED 
Two General Agents for Michigan 


One for Northern Peninsula—One for Southern Peninsula 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 














based on the premium rates in effect } 
prior to March, 1909. 


Convertible 
Year Age 25 Age35 Age45 Age55 
er $ 4.77 $ 5.23 $ 5.36 $ 5.04 
TP asscee 7.47 8.04 8.57 8.68 
8th Year 
Optional Age 25 Age35 Age45 Age 55 
2 ewave 5.50 $ 5.88 $ 5.74 6.82 
SO sacws 5.09 5.32 4.97 5.73 
SD vanes 6.34 6.76 7.54 9.54 


*Includes special Fifth Year Dividend. 





Pan American Life 
The Pan-American Life has reduced its 
minimum age limit on all life policies to 
age 10, using the same premium rates 
and policy values as for age 15. No in- 
surance at the younger ages may be is- 














We write 
. Policies from age 1 to 65 


. Substandard 


. Double Indemnity 
. Total Disability 


Au» WN = 


We have openings at 


OHIO INDIANA 

Toledo Indianapolis 

Dayton Terre Haute 

Cleveland Kokomo 

MICHIGAN IOWA 

Kalamazoo Burlington 
Jackson Des Moines 
Detroit Sioux City 


A. O. HUGHES, Agency Director 


OF AMERICA 


Farmers National Life Bldg. 
3401 South Michigan Ave. 
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seneral Agents 


. Men and women on same rate 


Low cost preferred risk policies 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


Chicago, Illinois 
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ILLINOIS 


Springfield 
Peoria 
Bloomington 





LALALALATALAVAVAY AV AV AVAVAVAV AV AV AVAVAV AY AV AV AP AV AV AP AV AP AP AL AP AP AP ALAPAP ab AP Ab ab abAababababavapavaraPararararararararaPaPararararay 
















4 


iA 


VALALALA ALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALALAlAlAlAalalalalararalararara 












The Grange Life is an opportunity for live agents. 


represent be outdone in service. 


LANSING. MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 





A POINT IN YOUR FAVOR 


They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 


GRANGE LIFE INSURANCE COMPANY 


I. D. WALLINGTON, Supt. of Agents 











sued on any term plan, nor will the 
younger ages carry double indemnity o; 
monthly income disability clauses. Als» 
no boys with father or mother not jp. 
sured for an equal amount may be writ. 
ten unless there is shown some good reg. 
son why they are unable to secure jp. 
surance. The company has also increase 
its maximum to a age 65 instead of ag 
60, the premium rates being graded y 
from present figure at age 60, 




















WITH INDUSTRIAL MEN] 








JOHN HANCOCK LIFE NEws 


Several Agents in Various Districy 
Have Been Promoted and Made 








Assistant Superintendents mt de 
——— { doit 

Promotions by the John Hancock from Melly w 
the rank of agents to assistants in th The 





districts of their service include: 








Raymond E. Aldrich, Detroit No. 1; Le je" 
J. Driscoll, Waterbury, Ct.; Louis Fuss Qsnes: 
Hempstead; Frank H. Scanlon, Buffalo: Meeasy © 
Duncan J. MacDonald, Syracuse; Russel] Mwe ask 
A. Vandegrift, St. Louis 3; William Heip. ompel 
richs, Brooklyn 1; Arthur L. Wholey care 
Brooklyn 1; William E. Adamson 
Jamaica, Long Island. por On 

John F. Cullen is transferred from ering. 
agent at Pittsfield, Mass., to assistant In Ic 
superintendent at Binghamton, N. Y, essful 
and Michael A. Luisi, from agent at Mithere i 
Rochester, N. Y., to an assistancy at MMyill re 
Syracuse, N. Y. ‘ers, di 

Assistant Wadsworth Hughes is trans- 7 
ferred from Philadelphia 1 to Philadel. Me"y 
phia 3. spicuot 

Parker J. Readdin is changed from as- Mpbut stt 
sistant cashier at Springfield, Mass., tv Mal! you 
cashier at Meriden; Gordon D. Crocher, most « 
from cashier at Meriden to same ca- Bir thei 
pacity at Detroit 2; Ralph A. Nerrie Earnes 
from cashier at Cincinnati 2, to cashier - ns 
at Philadelphia 3; William E. Drohan, pour Ww 
from cashier at Cohoes, N. Y., to same peeUStry. 
position at Holyoke, Mass.; Edward J. )Prepar 
Early (training cashier) at Lowell E 
Mass., to cashier at Cohoes, N. Y.; Ed Sse. 
ward C. Schifferdecker, from agent to If a 
inspector for greater St. Louis. years ¢ 
WESTERN & SOUTHERN NEWS pelled 

ss months 

Ralph Quesnel, Superintendent of th ]},. . 
Company in St. Louis North, Died should 
Following Operation larize 
i tures © 

Ralph Quesnel, superintendent of the jour ap 
Western & Southern of the St. Louis 


miman we 
North district, died a few days ago fol J 
lowing an operation, He had been with f 
the company since November, 1918, em 
tering the ranks as an agent. He was 
appointed to the superintendency of & 
Louis North, April 17, 1922. 

G. W. Mack, who has been with the 
company since 1912, has been made home 
office inspector for the northern division 
In January of 1923 he was transferred 









to Chicago West as an agent and in July —e 
was appointed assistant superintendent urning 
of Chicago Cicero. ; good m 
Assistant Superintendent D. I. Minnieb Know | 
of Troy, O., has been transferred to For! Wi 
Wayne, Ind. A _ new office has bee? ith 
created at Alexandria, Ind., under 4* There 
sistant Superintendent W. Hamlin, d solicitin 
tached from the Anderson, Ind., district § littl 
e ab 
Withhold Policy Payment ~ = 
Payment of $25,000 life insurance Gr BM; tt 
ried by C. A. Rockwood, who disap tomer 
peared at Park Falls, Wis., recentl) B...., i 
has been withheld by the four com RR. 
panies on the risk until the body 1s lo BB. capal 
cated. Mr. Rockwood was a Dé he 
Moines man. It was reported that he salesmay 
drowned, although this has betn dene ing, val 
by the sheriff in the Wisconsin ter B@,,") 
tory where he disappeared. Searching ducing 
parties have searched the woods SY Bjy 7. 
rounding the lake and have dredged  B,, a 


lake without results. clinching 
Hopkins on Southern Tour ae 

A. M. Hopkins, manager of agen(® BB, 0. A 
of the Philadelphia Life, left Mond# cents a | 
on a tour of southern agencies, Parl: Bitering 
larly Delaware, Maryland, District ¢ m the y 
Columbia, Virginia and the Carolin Parednes 






He had just returned from a visit to > all occas 
Chicago convention and the Chicago A Eam , 
Paul, Detroit, Cleveland and Pittsburé § estr 
agencies. The life insurance buses tand 
is flourishing, he says, there is m0 One 
drawback in any section; and he 10° Bibucine.. 
for this year to be the best on record. Blabout it. 
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MODERN BUSINESS GETTING METHODS 
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t NEWS 
= 7y HERE, in any other vocation 
District than our own, can a salesman 
. Made name his price and get it if he 
nts ut dedicates himself to the easy task 
{ doing only a few things exception- 
cock from Milly well? 
its in the M® The income of a life insurance sales- 
_ 1: Leo Aman will be in direct ratio to his will- 
atten Fuss Mugness to master some simple recipes, 
. Buffalo. Mmeasy Of adoption. Only our time are 
2: Russell Awe asked to invest. Not a cent are we 
iam Hein- Mcompelled to give when embarking on 
Wholey, MB, career where the financial returns, 
Adamson, Hiior one who will pay the cost, are stag- 
red fronfee 8: 
assistant In looking at any large group of suc- 
n, N. Y;:fegeessful life salesmen, you will notice 
agent atMthere is no one prominent type as you 
stancy at MBwill recognize in a gathering of engin- 
; ers, doctors, or lawyers. The stars in 
ptm ny large life insurance body are con- 
“ace Bspicuous for their many differences. 
from as- Mebut study them. Talk with them. Get 
Mass., tv all you can out of them, and you'll find 
. Crocher, Mmost of them possessing four planks 
Same ca- Bir. their platform: 1. Preparedness. 2. 
A Nee gmeamestness and Enthusiasm, 3. Plan 
- — your work and work your plan. 4, In- 
"to same MECustry. 
— Preparedness Is First 
 y. pif Essentials for Success 
agent to If a man is willing to spend four 
years of his life preparing for a pro- 
| NEWS lessional career, and if a person is com- 
pelled to invest his money and several 
months of his time before being licensed 
at of the mas a barber, please tell me why we 
h, Died [@should not master our own goods, famil- 
larize ourselves with the selling fea- 
mttres of our contracts, so as to make 
nt of the B@our appeal an interesting one to the 
ae _ we hope to sell? If we term our- 
an selves engineers of family protection, 
1918, en Me, We advertise ourselves as insurance 
He was fee‘visers and counselors, and tell every- 
cy of St [bOdy we render the greatest service in 


the world, is there any argument why 
with the Bjwe should not know our business? 







et Why shouldn't life insurance solicitors 
ansferred € examined and certified as to their 
“a in July oualifications and special fitness before 
intendent fJe'Tning them loose to lose business that 

. good men might close? 

c 
are Know How to Fit Men 
nas peed With What They Need 

> 
— ~ | chee are altogether too many men 
, district. BR ming insurance who know only a 

utle about the companies they repre- 
ent ~y and less about the different forms 
‘ance Cat nay nape of policies they are selling 
no dist? BB ome ey anapoint of the future cus- 
recently, nen a" should know how to fit 
pur Come aes what they need—not take 
dy is lo Beets for what is wanted. We should 
a Des peeble of creating salzs. 

1 that he sal € study of life insurance from a 
tn denied ge ae standpoint is most interest- 
sin tert B. ‘natable and fascinating. There is 
Searching BR inci swustiite supply of income pro- 
sods su My ‘f ‘terature within easy reach of 
>dged the * \€ss than a nickel a day will bring 





lo y 
your door more good, sound, sales- 


clinching helps ; : 
ps than you 
to read. When you will find time 




















‘our Say as you have your own 
agencis Be our <4 Neat the, figure will be on 
fondaf cmd pay check, can’t you spare a few 
| partict- hae ya if it will help you in mas- 
istrict © BR... the ne greatest selling proposition 
soles te world today? 100 percent pre- 
sit to the Hy CMeSs at all times will aid you on 
icnat St occasions, 

ittsbu Famestness and Enthusiasm 

busines tand Second on List 

; no baé One wh 

1 ooks a? 0 knows the life insurance 
jn ae = help being in earnest 





who is dead in earnest 












You Will Get Your Price if You Will Pay 
Cost, Says Detroit Leader; Four Planks 
In Platform of the Successful Salesman 


By MILTON L. 


WOODWARD 


is sincere; he is loyal, honest with him- 
self, his company and his prospect, You 
just can’t help believing in any man 
who is all earnestness with the task 
before him, 

To illustrate my point. I know a 
young man with tremendous earnest- 
ness. He is not a student. He is not 
technical. His powerful energy and 
contagious earnestness are what puts 
him over. Every day, many times a 
day, week in and week out, he can re- 
peat with the same enthusiasm that he 
is offering the greatest buy in the 
world. His power to tell the life in- 
surance story again and again, as 
though he heard it for the first time, 
is the secret of his amazing success. 
He imitates no one. He is just himself. 
When he speaks of life insurance his 
enthusiasm is as catching as is a young, 
red-blooded boy’s account of a great 
football game. His dynamic and ener- 
getic enthusiasm will never let $50,000 
a year break him away from our ranks, 


Planning Your Work 
And Working Your Plan 


If careful planning is essential to the 
building of a home, taking a trip, or 








strive ‘to obtain. The plan of insurance 
and the income settlement for the bene- 
ficiary, if other than cash, I also set 
down. When I made this determined 
purpose to realize my desire, I felt my- 
self moving forward. My energy was 
stimulated. Forming this definite re- 
solve would, I knew, put me over. I 
was dead sure of going “over the top” 
when I planned my month’s work and 
resolved to work my plan, I succeeded. 
My paid-for issued business in my 
own company alone was $292,500 on 
36 lives, and the largest case I had was 
$25,000. I haye tried all ways, but 
planning your work and working your 
plan will pay you every time. 


Industry Is Fourth 
and Concluding Plant 


The fourth and last plank is indus- 
try—seeing people—busying yourself 
at all times, It is accepted knowledge 
that one who makes calls will make 
many. No disagreement has been of- 
fered on this point. There are many 
brilliant lights in the business today 
who credit their startling achievements 
to their never failing strength to keep 
eternally on the go. 

I am a great admirer of a certain un- 
derwriter who radiates magnetism in his 
every movement. He is a wonderful 
salesman, quick on the trigger, resource- 
ful at all times. He can thank his never 
tiring energy for the huge fortune he 
is piling up. A year or so back he paid 
for over three million on nearly 200 
lives. Not long ago, when with him, I 


~~ | 








end of that company’s year, in June. 


Price, if You Pay the Cost.” 


oer 





Milton L. Woodward, president of the Detroit Association of Life Un- 
derwriters, was the feature speaker on the program of the Life Under- |; 
writers Association of Peoria at its monthly meeting, Sept. 29. Mr. || 
Woodward in addition to his many duties as head of the Detroit life un- 
derwriters, finds time to lead the Northwestern Mutual agency in Detroit, 
with over $1,000,000 in paid-for insurance every year. 
list of leaders of the Northwestern Mutual throughout the country at the 


|| of the Marathon Club, having written 105 lives. He was given the Class A || 
|| prize for the largest personal work record b 

| convention, and also elected to the vice-presidency of the Agents Asso- 
| ciation. His talk before the Peoria life men was entitled “You'll Get the | 


He was fifth on the 





In addition to this he was a member 


his company at its last 











in staging a prize-fight, why shouldn't 
a life insurance salesman get further 
if he plans his work and works his plan? 
It is a cinch to do the things you have 
planned should be done, and to do them 
as planned. 

I have a friend who writes mostly 
farmers in an eastern state. He pays 
for upwards of $600,000 a year on 150 
or more lives. When speaking of his 
chauffeur in connection with his work, 
I asked him why he used one. His 
answer was, “So that I can concentrate 
on what I have to say to the next 
farmer while driving to see him.” He 
wanted to keep his mind on applica- 
tions,—not on the road. He believes 
in using his head as well as his feet, 
and his record shows it. 


Personal Experience 
Illustrates Point 


Please pardon this personal allusion 
to my work in May. Planning has 
served me many, many times. It has 
pulled me out of many a hole. My 
company’s fiscal year ends June 1, and 
the latter part of last April I discovered 
I was far short of what I hoped to have 
for the twelve months, There had been 
many things that had held down my 
production up until then, but I was 
bound to pay for a million by June 1. 
At that time I had about $150,000 to 
go, and, as I had not been busily en- 
gaged as a soliciting agent, the out- 
come did not seem rosy, I sat down 
and wrote out a list of names of people 
I would see and write if it was the 
last thing I ever did. Opposite every 
name I placed the amount I would 











marvelled at the great number of calls 
he made. I asked him—this man who 
never tires and who works fast every 
day and all day—how many people he 
generally saw during a day. As quick 
as a flash he came back with the an- 
swer, “Not half enough.” 

He and many others know there is a 
definite, constant cash value to every 
call and interview, and that the more 
folks you see, the more money you will 
make, 


Success Determined 
by Conditions Within 


If a great success is guaranteed any 
life salesman who knows his business, 
is in earnest about it, plans his work 
and gets after them, why is it that some 
fail? Last year George Herman Ruth, 
the hard-hitting New York JYankee, 
was criticized for his actions, both on 
and off the field, The beginning of this 


season he vowed he would stage a 
ccome-back. A few days ago he was 
the unanimous choice of the eight 


‘udges as the most valuable player in 
the American League for 1923. A De- 
troit newspaper cartoon pictures the 
Babe leaning over to select his bat from 
several others lying on the ground, as a 
player does when leaving the dugout 
to go to the plate. One was labelled 
“Carelessness,” another “Indifference,” 
another “Hard Work,” another “Dissi- 
pation” and another “High Living.” He 
looked them all over, juggled each one, 
but the one called “Hard Work” was 
the one he picked up and used daily in 
pounding his way to the top. Anyone 
who reaches high heights in construc- 





tive work must have tremendous con- 
victions. Success is determined more 
by conditions within, not without. 

We salesmen should prove we have 
been chosen very carefully for our re- 
liability, good judgment, energy and 
ability to receive and follow directions. 
Any good salesman is a better one when 
having the best direction. 


Underwriter Is Educator 
In the Highest Sense 


The life insurance underwriter is an 
educator in the highest sense, and he 
must prove to the great, big majority of 
men, young, middle-aged, and old, that 
they have some one dependent on them 
who will suffer in body, mind and spirit 
from the loss of their earning capacity. 

When soliciting a man for insurance, 
we are complimenting him on being 
someone in the world. It is proof he 
represents something of value, that he is 
a producer and his passing will entail 
a loss to society as a whole. No one 
has an insurable interest in a vagrant, 
a bum or other parasites. There is no 
nobler work in the world than teach- 
‘ng men to do the right thing,—than ed- 
ucating men to provide for their wid- 
ows, orphans and other dependents. 
We are giving a great service to s0o- 
siety, and none of us has a right to just 
get by—to just live. We must be 
thoroughly interested in our vocation 
as salesmen. We must be economists 
in spending our own time, as well as 
the time of our clients. We should ded- 
icate ourselves to skillful selling and 
remember that in presenting the busi- 
ness cards of the companies we repre- 
sent we should feel proud of our em- 
ployers, our jobs, ourselves, and espec- 
ially painstaking in our representations, 
We should never forget that every 
statement we make, every habit we 
form, our appearance, our personality, 
in fact everything we do or say, are 
direct reflections, good or bad, on our- 
selves and the companies we represent. 


Rebating Has No Place 
In Life Insurance Work 


Some time back, an insurance sales- 
man who spent several days in inves- 
tigation before he made certain recom- 
mendations, patiently waited several 
weeks to hear the decision “We'll take” 
or “We won't take” the several hun- 
dred thousand, at last was told that the 
program presented by him was accept- 
able and to go ahead. He finally balked 
when a division of the profits was de- 
manded and an attempt was* made to 
hurry into the life insurance business 
a newcomer in order to help negotiate 
the deal. Though the arrangement was 
“within the law,’ and would have gone 
through unnoticed, and though the real 
agent who did the work would have 
gotten something like $2,000, besides 
nine renewals of around $1,000 a year, 
he refused to couple up with the one- 
case agent plan, and was left out in 
the cold. 

If we want to keep this business 
clean, we must make people come clean. 
If a life insurance contract is a guar- 
antee that 100 cents on a dollar is paid 
whether a man lives or dies, is there 
any reason why we should accept less 
when selling our goods? If neckties, 
sugar and furniture can be bought at so 
much off, men will buy life insurance 
in the same way, if shown they can. 
Don’t be too quick to blame the pros- 
pect if a rebate is asked. Undoubtedly 
some parasitic agent has sold himself 
and the business cheap. We should take 
less time to knock these dangerous, 
easy money vultures out of our ranks 
than they probably took to get in. There 
are still some who lurk around in the 
dark, conniving and planning how thev 
can rob the rewards some high-headed, 
right-thinking salesman has earned. 

To borrow on a policy to take out 
another, to convert a limited payment 
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or endowment into straight life, using 
the difference in reserves to buy more 
insurance, are generally expensive and 
annoying experiences for the insured in 
the long run, Such a suggestion, as a 
rule, is offered by the bootlegging 
agent, seeking the easiest and quickest 
way. It is his immediate gain, and, in 
most cases, the policyholder’s ultimate 
loss. Such recommendations are strik- 
ing at very heart and strength of old 
line legal reserve life insurance. Mort- 
gaging a policy by placing a loan upon 
it, changes its very character. The 
permanent old line safe plan is re- 
placed by an unsafe term plan, and al- 
ways remember when a man’s policy is 
in “hock” he is paying the same regular 
premium on the permanent plan, that 
his insurance is reduced by the loan 
against it, and that the policy is no 
longer on the life plan, but is practically 
a term contract. A life contract is too 
fine and sacred a thing to even dent by 
making a loan. 

The reasons and needs for more in- 
surance are so numerous that the real, 
constructive salesman does not have 
to resort to these questionable prac- 
tices in order to carry on. 

It is a crime that all the energy and 
brains in our ranks cannot be centered 
on what is the best way to do the right 
thing, instead of what is the easiest 
way to do the wrong thing. 

Eleven years in life insurance have 
convinced me again and again that one 
gets out of the business what he puts 
into it. To have the good things of 
life one must make an effort, keep push- 
ing up the grade, make many little 
sacrifices. To think of the other fellow 





and forget yourself is what many sales- 
men can do with profit, Be anxious 
and willing that your record receive the 
most searching audit. Insist on the 
right thing always. 


Arranging for Golf Match 


Henry Abels, vice-president of the 
Franklin Life of Springfield, Ill., is sec- 
retary of the American Life Convention 
Golf Club, which will have its annual 
tournament in Des Moines Oct. 17-18. 
the two days prior to the opening of 
the annual meeting. This annual tour- 
nament has always attracted wide at- 
tention. This year there will be a num- 
ber of golfers entered in the tournament. 
Anyone who is interested in playing golf 
these days in the tournament should ad- 
dress Mr. Abels. 


Will Give Health Examination 


The Ohio State Life will soon offer 
to its policyholders free health examina- 
tions conducted by the Life Extension 
Institute. 


Death of Joseph Plotz 


Joseph Plotz, superintendent of the 
Prudential in Brooklyn, No. 8, died the 
other day. He started with the Pruden- 
tial in 1892 as an agent in Newark, N. J. 
He was promoted to an assistancy in 
August of that year. He was transferred 
to Newark No, 2 and later made superin- 
tendent of Newark No. 3. Then he was 
transferred to take charge of Brooklyn 
No. 7. Beginning with Feb. 22, 1909, he 
became head of Paterson, N. J., No, 2 
district and in January, 1912, was placed 
in charge of Brooklyn No. 8. 
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To Men Who Will Recognize 


E are offering excellent territory surround- 
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PLENTY OF PROSPECTS 
FOR GROUP INSURANCE 


(CONTINUED FROM PAGE 2) 


employer discontinue group insurance 
and substitute something else therefor, 
nor has any group of employes ever 
complained that group insurance was 
used as a substitute for a wage advance. 


Has Proven Itself 


“Group insurance has proven itself. 
It has earned a permanent place in in- 
dustrial relation plans. It has done 
more than this, it has caused many em- 
ployers formerly indifferent to the sub- 
ject to install rest rooms, hospital rooms, 
trained nurses, medical attendants, im- 
proved sanitation and improved light- 
ing; it has caused some to establish 
recreation grounds and some to institute 
work on pension plans. It has been the 
inspiration for educational programs 
through talks and illustrated booklets. 

“The collateral benefits of group in- 
surance are the saving and conserving 
of human life and the humanizing of re- 
lations between management and em- 
ployes. The pioneer companies in the 
group insurance field can pride them- 
sefves on the strides that they have al- 
ready made—over $2,000,000,000 of in- 
surance in force and about 2,000,000 
workers’ families protected. 

“Group accident and sickness insur- 
ance is still in its infancy, but it contains 
great possibilities, especially for em- 
ployes working on daily wages. Ninety 
percent of the disabilities of workmen 
are occasioned by sickness and non- 
occupational accidents. Group accident 
and sickness insurance will help take 
care of a wage loss estimated as over 
$1,000,000 a year. 


Effect of “Flu” Epidemic 


“The influenza epidemic of 1918 and 
its recurrence in years since then gave 
group accident and sickness insurance an 
impetus. Many plans and rates were 
found imperfect but the readjustment 
has been made. It is only within the 
past year or two that the companies 
have felt sufficiently sure of the sound- 
ness of their plans and rates to be will- 
ing to encourage active solicitation oi 
the business. 

“In time the premium income from 
group accident and sickness insurance 
will probably exceed the premium in- 
come from group life insurance. The 
insurance agent who gives any attention 
to group life insurance must necessarily 
give attention to group accident and 
sickness insurance. The two go to- 
gether. No matter which one is taken 
on first in business organizations the 
other is pretty sure to follow in time.” 


AETNA LIFE CHECKS HYDE 
IN HIS EFFORT TO OUST IT 


(CONTINUED FROM PAGE 1) 


why its Missouri license should not be 
revoked. This action was taken at the 
request of Frank C. Millspaugh, state 
finance commissioner, and a committee 
of depositors from the defunct Kirks- 
ville Trust Company at Kirksville, Mo., 
who are seeking to use the influence of 
the insurance department to get the 
Aetna to pay its $75,000 policy on the 
life of Lonnie Gibbs, cashier of the 
bank, who committed suicide last 
March. Hyde and Millspaugh have ob- 
jected because the Aetna has had a suit 
to collect the insurance transferred to 
the federal court. The Aetna’s posi- 
tion is, however, in accordance with a 
recent decision of the United States 
Supreme Court, which held that com- 
panies have a right to transfer such 
cases to the federal courts. 


Passes Hundred Million Mark 


The Atlantic Life of Richmond, Va., 
passed the mark of $100,000,000 of in- 
surance in force Oct. 1. It is one of 
the progressive companies of the south, 
and is showing a remarkable growth. 


Clifford P. Bell, formerly with the Con- 
necticut Mutual Life, has been appointed 
agency director at the home office of the 
Philadelphia Life. 





WELCOME FOR W. H. DAL 


New Superintendent of Agents of 
Atlantic Life Is Honor Guest 
at Banquet 


Incident to his assumption of duth 
as superintendent of agents for 
Atlantic Life of Richmond, home 
fice officials of the company gave 
banquet in that city to W. H. D 
soon after he arrived from Milwa 
where he held the position of assj 
ant superintendent of agents for 
Northwestern Mutual Life for seve 
years. Besides the home office st 
A. O. Swink, Virginia manager, 
members of the Richmond agency 
in attendance. All joined in extend 
Mr. Dallas a hearty welcome to hiss 
field of endeavor. Mr. Swink, 
formerly held the position just assum 
by Mr. Dallas, was especially felicit 
in wishing the latter all manner of g 
cess. Charles G. Taylor, Jr., vice-pre 
dent and actuary, officiated as to 
master. The Atlantic Life had j 
concluded an intensive drive to p 
a $100,000,000 of insurance on its bog 
and reports coming in indicate that 
will went well over the top. 


Use Bank Plan on Coast 


Announcement is made by the No 
western National Life of the establi 
ment of a bank-savings plan is coope 
tion with the Home Mutual Dep 
Loan Company of San Francisco, 

The Northwestern Mutual states 
has 35 representatives of this plan 
Los Angeles, where it has obtaine 
large volume of business. This 
the company will start operations 
San Francisco. Oakland already has 
agents in that territory. The agents 
paid $10 for each $1000 case, all age 
being licensed by the California im 
ance department, 


Quick Work on Group Claim 


The group department of the 
souri State Life believes it set a 
record for the settlement of a g 
insurance claim recently when an 
ploye of a refining company which 
a group policy with the company @ 

The employe died at Wichita, 
at 6 a. m. Three hours later his 
ployer notified the Kansas City b 
of his company. At 9:01 a. m. the M 
sas City office of the Missouri 
Life was told of the death. The 
office in St. Louis heard the news 
10 a. m. via long distance telep 
At 1:30 p. m. a draft for $1200 was 
livered to the widow in Wichita. 


Reliance Life’s Coast Meeting 


The California department of the 
liance Life held its annual agency 
vention at San Francisco, Sept. 
H. F. Sleeper, supervisor, in his 
showed total paid business of $2,003 
E. G. McCormack, general manage 
the company, together with W. L. 
hoite, superintendent of agents, 
P. Gregory, assistant secretary ind 
of the company’s accident depatt 
all from the home office, and 
Allmond, assistant superintendent 
agents in charge of the westerm 
tory, attended the meeting. 


Arousing Interest in Nebraska 


i 


The chamber of commerce of 
Neb., is already getting results 
campaign for the creation of im 
subdivisions in the various com 
organizations of the state. Om 
ganized during the week and 
others have written in for more P 
lars. Omaha had previously had 
surance committee, but now the } 
is put on the same level of im? 
as retailers, jobbers and trans? 
groups. 

“I feel sure that by the time 
legislature meets,” says Maurice 
head of the subdivision at the 
chamber of commerce, “we will 
to mobilize information and me 
will secure for the state depart 
support and recognition that 
pertance deserves.” 








